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| Silver Steel Hack Saw Blades 
| AAA-Alloy Steel Hack Saw Blades 


| SELECT SAWS 1.00 ( RECT NUMBER OF TEETH ATKINS 
SELECT SA 


ee 4) UP B: B) 
OBTAIN MORE SERVICE FROM YOUR BLADE NEW 


HACK SAW 
COUNTER 
DISPLAY 


Progressive merchants who are looking for greater 
profits on sales of Hack Saws will want this display on 
their counters. Write today for complete particulars to 
nearest branch shown below. 





E. C. ATKINS & CO. 


Home Office and Factory: Indianapolis, Ind. 


Branches carrying complete stocks 
Atlanta Memphis New Orleans Vancouver, B. C. San Francisco 


Chicago Paris, France New York Portland Seattle 
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SUSPICIOUS ORDERS 


FOR 


PLUMB TOOLS 


TURNED DOWN 


HERE it was: an order from a legitimate hardware concern 
in the Midwest . . . 500 dozen Plumb Tools. 


Frankly its size from this wholesaler aroused suspicion. An 
investigation convinced us that the tools would find their way 
to irregular channels. The order was rejected. 


Within a few weeks an inquiry was received via telephone from 
a jobber in the East for half the quantity (250 dozen) of the same 
item. He admitted after questioning that the tools were not going 
to his regular trade. We refused to quote or sell. 


A few days later an Export House sent us a similar inquiry, with 
the quantity changed to 225 dozen. We asked where the tools 
would go. The answer was “Republic of Latvia.” We felt that 
this was unlikely and turned that down, too. 


The same Export Inquiry bobbed up again in a few weeks— 
this time for the Balkans—but the quantity was the same, 
225 dozen. It was likewise refused. 


In the meantime two smaller orders for the same Plumb Tools 
were rejected: one from an Export House, the other from the 
Midwest. Both were suspicious. 

These are the facts. You can draw your own conclusions—as 
we did. 

We are not philanthropists. We like to get orders, especially 
large ones. But, large or small, we don’t intend to let Plumb 
Tools be bootlegged if we can help it. 


We are pledged to the distribution of Plumb Tools, through legit- 
imate Jobbers and Independent Dealers, and we keep that pledge. 


PLUMB 


mE LIFE 


Hammers mers Ratchets 
Files Sledges Axes 





PLUMB’S POLICY OF PROTECTION 


The manufacture of the finest tools that it is possible to 
make; tools to fit every need and every purse. 

National Consumer advertising to make selling easier. 
A real margin to the distributor. Resale prices advertised. 
Dealer’s profit protected. We do not sell Plumb Tools, or 
any tools under any other name, to chain stores or catalog 
houses, or to cut-price agencies of any kind. 











HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., 
class matter May 22, 1913, at the Post Office at New York, under the Act of “~— h 3, 1879. (Printed in U. S. A.) 
No. 


25¢c. each. Vol. 125 


8. A. Entered as second 
vs. 00 per year. Single copies 




















HARDWARE AGE for JANUARY 16, 1930 














1774 





AMES SHOVEL AND TOOL COMPANY 
NORTH EASTON - MASSACHUSETTS ----- ANDERSON - INDIANA 


3618 
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CK ano BK - © 


RUSTLESS SARGENT DESIGNS 
WITH THE FEEL AND LOOK OF 


HAND-WROUGHT HARDWARE 


Your customer who builds in the English or 
American cottage styles, or in the Spanish or 
Italian styles, becomes a prospect immediately for 
this unique hardware. He is interested, naturally, 
in the ancient hand-wrought style of blacksmith- 
made hardware, because it agrees exactly with the 
architecture of his home. In these two Sargent 
designs you can offer him all the antique charm 
and appearance he desires—and this definite ad- 
vantage: CK and BK cannot rust! Unlike iron or 
steel, they can never become unsightly, can never 
streak and stain the woodwork. They are made of 
rustless, white bronze in forged iron finish. 
CK and BK, besides the pieces illustrated, may 
‘be had in a complete line of strap hinge plates, 
H and L hinge plates, lever handles, knobs, 
escutcheons, window lifts, ete. Connected with 
Sargent Easy-Spring Locks on interior doors and 
‘with Sargent Cylinder Locks on exterior, they 
offer not only beauty but permanent convenience 
and security. Sargent & Company, New Haven, 
Conn.; 94 Centre Street, New York; 150 North 
Wacker Drive (at Randolph), Chicago, Illinois. 


SARGENT 


LOCKS AND HARDWARE 











on 
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A Sidelight on 
Bosley’s 


The manufacturers 
of better refrigera- 
tors use Bosley’s 
Ice Saver Gasket. 
Bosley leads in all 


S 











“‘Bomeco”—All_ bronze. 
Hemmed edge. Coils or 
straight lengths. 


Many a dealer is shaking his head, say- 
ing “How did I come to overbuy on that 
new weather strip?” 





Perhaps it was a “deal,” and he got a 
shoulder-high display stand with a good 


sized order. He didn’t realize until cushion. Beet 4:ply Fa 
a . ¢ 
afterward that the order had to be big so Qréease-proof “rubber. 


that the manufacturer could afford to 
travel a man to sell him direct. 


Probably his thought ends with the re- 
flection, “Wish I’d bought Bosley’s 
through my jobber as I needed it. Id 


have had a real turn-over on Bosley’s 





“ —— 
‘Bomeco’—and wouldn’t have had my coated steel, and’ moth 
4 2”? > . proof felt. Double con- 

money tied up.” That’s the solution. sect’ fester. 


One large user reports that Bosley’s 
“Bomeco” All-Bronze, Hemmed Edge 
Strip, properly displayed, sold itself. 
_ Less selling expense was involved 
than on any other item carried. 





THE LEADING Profit by this example. Shéw Bosley’s. 
“Best Seal-1930”—All 
JOBBERS SELL The D. W. Bosley Co., Chicago, Ill. rages. * Grease: proof 


ROSLEY’ 


Weather Strip 


TRADE MARK REGISTERED 
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Pocket and table cut- 
lery, Scissors, Razor 
Blades, Hammers, 
Squares, Rules, 
Tapes, Golf Clubs, 
Builders’ Hardware, 
Kit Tools, Screws, 
Nails, Skates,. Bolts 
and Nuts are ideal 
in Stainless Steel. 








re STEEL is many times tougher 
than ordinary steel. It gives us hardware 
that really stands hard wear. 

*“Stainless”’ cutlery, brilliant and beautiful 
in its lustre and thoroughly efficient in its 
cutting qualities, is rapidly filling homes, 


hospitals and shops... Nickless golf clubs 
that never need polishing . . . Gun barrels of 
marvelous accuracy that will not pit ...Tapes 
and rules that defy rust and wear... Auto 
accessories . . . Household utensils . . . Every 
item of hardware gains in attractiveness 
when it is made of Stainless Steel. There 


STAINLESS STEEL 


are many reasons why profits follow the 
‘‘Stainless”’ items in your stock. 


Rust, tarnish and corrosion... those three 
demons of destruction and their hand- 
maidens . . . stock depreciation, returned 
goods and customer dissatisfaction .. . were 
given a “‘set back” when ‘‘Stainless” entered 
the hardware field. 


Stainless Steel is available in Brinell 150 to 
600 and tensile strength 60,000 to 250,066 
pounds per square inch . . . There is a type 
for every need. 





Genuine Stainless Steel is manufactured only under the patents of the 


AMERICAN STAINLESS STEEL COMPANY, COMMONWEALTH BUILDING, PITTSBURGH. PENNA. 
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U. S. Poultry Fenee is the only poul- 
try netting advertised nationally 
to the ultimate consumer........ 


AGAIN--IN 1930 


....U. S. Poultry Fence Advertising 
will bring new customers to your store 
and put money in your cash register. 









.... Leading Farm and Poultry publi- 
cations, read by millions of potential pros- 
pects, will broadcast the urge to buy 


this modern netting from the DEALER. 







.... Dealers everywhere are reducing 
inventories, cutting costs and increasing 
sales by stocking U. S. Poultry Fence 
exclusively. Its superior straight-line con- 
struction, its many recognized advantages, 
and its economy, already have made it 
the fastest-selling netting on the market. 










.-+..U. S. Poultry Fence is sold only through 
the regular wholesale and retail trade. If you 
are not already taking full advantage of our 
co-operative selling and advertising policy, let 
us urge you to start now! 









.. + [Insist upon the original! Ask your job- 
ber, or write direct to us for complete infor- 
mation and a miniature sample roll! 


Indiana Steel & Wire Company 
Muncie, - Indiana 
MANUFACTURERS OF 


IMPERIAL Farm, Poultry and Lawn Fence, 
Steel Posts, Gates, Flower Border, Trellis and 


US Poultry Fence 


“The Wetting That Stands 
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If you were a burglar, where 
would you ‘burgle’? 


— Ask your customers that! 
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T’S an old hardware custom to put cylinder 
Tiss on the front door—and stop there! 
But, among burglars, it’s an equally old custom 
to go to back doors, side, garage and cellar 
doors ¢o get in. 


And why shouldn’t they? Jf you were a burglar 
where would you “‘burgle’”’? Would you pick 
out the center of the stage to perform your 
act? Not likely! You’d sneak and crawl your 
way to the inky darkness of the back yard. 
You’d slip from shadow to shadow, to those 
poorly protected rear doors. 


Away from the lighted street, unseen, in black- 
ness of night you’d pick on a poor, little in- 
secure lock. Why? Because it’s the easiest, 
darkest way to prosperity or penitentiary— 
according to burglar’s luck. 


That’s the drama! Here are the facts! 


1. If you are selling cylinder locks only for 
front doors, you are not giving your customers 
full protection. 


mr  eeeRI TS CAVENUE 





DARK 
AREA 


2. It is far more important that houses get 
cylinder locks on back, side, garage and cellar 
doors than on the front door. 


3. Every lower floor door should be burglar- 
proof. Every one should have a good cylinder 
lock. 


4. And if you want to render your customers 
a real service, see that all doors are master- 
keyed. Only one key to carry. They’ll never 
cease thanking you for such service. 


This is a mew idea—a practical selling point. 
Try it on your next customer. Put Corbin 
master-keyed Cylinder Locks on every exterior 
door. Point out the advantages. Ask your 
customer if he really wants to protect his 
family. 

You won’t have to sell this idea. It sells itself. 
It reflects credit on you—especially if you are 
selling good cylinder locks, Corbin cylinder 
locks. People know ¢hat name. 


SINCE NEW BRITAIN 
P 2 1849 = CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 





GOOD BUILDINGS DESERVE GOOD HARDWARE 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 


Ss ee 


Light 
and 
Dark 
Finish 


For fe 
Windows 
Doors and |@ 
Porches - 


Mesh only). 


<== 00k for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


m New York City Georgetown, Conn. Chicago 


Kansas City 
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25,000,000 cars are wearing 


out tires every day 











a is a real, a visible market. It stares you in the 
face every time you go out on the street. You can 


see this market, put your hand on it, feel it. It clutters the 
streets in the rush hours, its presence has doubled and 
tripled the police forces in every town in the country; 
its evidence is on every hand. In the United States alone, 
more than 25 million automobiles are wearing out tires 
every day. How much of this business are you getting? 


You are entitled to a share of it. Part of these tire 
users are already your customers. You see them fre- 
quently. You can tell when they need tires. They 
will buy from you if you convince them you have 
the right tire and the right service. ananoaaeonaa 


MANSFIELD 
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Part of this Business 


Belongs to You 
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TIRES 


HE best way for you to get your fair share of this 

tremendous tire replacement business is to offer 
just a little more than your competitors. That means 
just one thing: Sell the MANSFIELD line! There’s a 
‘liberal franchise, written from the dealer’s point of 
view. And a full line of the best tires in the world; 
tires made from a better grade of rubber, from a 
better grade of cotton, sold on a better plan. The best 
tires in the world!—that’s what we think of Mansfield 
Tires; that’s what thousands of dealers think, and that’s 
what hundreds of thousands of owners think, too. 
Investigate Mansfield—now. Write today for details. 


THE MANSFIELD TIRE AND RUBBER COMPANY 
Mansfield, Ohio 











MORE MILES 
WITH MANSFIELDS 
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According to the Service Required 


_ SAMSON SPOT CORD 


5. “=. nk a 
SA ez Fx ip, 


(SZ eS eS 

LoS 

weauson’ = Made of fine plied yarn and guaranteed free from flaws. 
For use in the best class of work. Will last at least a genera- 
tion and is the most durable for any class of work. 





TRADE MARK REG. U.S. PAT. OFF. 


PHOENIX CORD 


_pmoenx = Made of yarn not quite as fine. A smooth firmly braided 
cord, very serviceable for ordinary work, and for many pur- 
poses “good enough”. 


Ja 0) 5 0577 OO) 0D. 


Bi —— a ge 
OS 
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"te. 


Made of coarser yarn but not Roving. A cord we are not 
ashamed to manufacture for use where first cost is the main 
consideration. 


“There IS a difference in Sash Cord” 


HESE brands, which have We also make Clothes Lines, 

a long established manu- Small Lines and Braided Cot- 

facturer’s reputation behind ton Cord up to 1 inch diame- 

them, save you from com- ter for all purposes; also 
plaints and lost customers. Glazed Cotton Twines. 


Send for catalogues, samples and information to help sales 


SAMSON CORDAGE WORKS, 89 BROAD ST., BOSTON, MASS. 
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“All Is Not Gold 
That Glitters” 


LL Tubular and Clinch rivets may 
look alike in so far as they are all 
made of metal and bear a certain re- 
semblance in form and finish. There 
is, however, a marked difference in the 
metal itself, to say nothing of the work- 
manship and finish. We have manu- 
factured Tubular and Clinch rivets for 
over fifty years. We know that rivets 
of equal grade cannot consistently be 
sold for less than the prices at which 
our line is offered. 





Pacific Coast Representative 
J. T. McDEVITT 
Postal Telegraph Building, 
San Francisco, California. 


Approved | 


——— by the keenest 


buying brains in the country 





TUBULAR RIVET & STUD 
COMPANY 


BOSTON 






‘The largest 
factory inthe 
world devoted 
to the manu~ 
facture of 
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CLATCE ET Y-CLAC &!? 
+++ Printing Wealth + + + 


ITH AWHIRR AND ACLATTER the pressroom 
swings into action. The floor trembles, the lights quiver, the mov- 
ing maze of steel throbs in the rhythm of its own ponderous dance. 


aga 
Wr ype 
S/o 


Men 
WW] ) 
= i end white paper and at the other end pour forth + wealth. For 
material possessions are not the only wealth of a people. Knowledge is a form 
of wealth + + knowledge of how to use men and materials and machines to 
create a wealth greater still. This knowledge + + which economists call fact- 
wealth, as distinct from material property + + is the wealth which begets wealth. 
In the creation of fact-wealth modern business papers play a dominant 
part. Back of the roaring pressrooms as they pile up fact-wealth in printed form 
are the news staffs, gathering information at the source, and the editorial staffs, 
checking and correlating that information. For the business paper’s knowledge 
must be correct + + its readers are experts; they are swift to detect error; they are 


prompt to appreciate fact. They follow both its read- ( F ) 
ing and its advertising pages intently, for to them HON A i ¢ ou 
the business paper is a very real source of wealth.  Tyi35 SymBoL identifies an 


As a creator of fact-wealth the modern 48? paper. . . It stands for 
, honest, known, paid circulation; 


business paper serves society; it serves itsindustry or  ,,, aightforward business methods 
trade; and it serves its individual readers. To this and editorial standards that in- 
sure reader interest . . . These 
are the factors that make a 
interest which make a good advertising medium. valuable advertising medium. 


A business paper is in the making. Great presses draw in at one 





service it owes the honest circulation and the reader 


Tue ASSOCIATED BusINEss PAPERS, Inc. 


FIFTY-TWO VANDERBILT AVENUE: NEW YORK CITY 
+ + + + + 


tie publication is a member of the Associated Business Papers, Inc. . . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 


Pay 
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WEATHERPROOFED 


COLUMBIAN®c:ROPE 














KNOWS NO SEASON 


In rain, in snow, in hot or freezing weather, 
Columbian Tape-Marked Rope is unrivaled for 
service. 

There is a definite reason why Columbian rec- 
ognizes no season. Into every Tape-Marked Rope 
is built great strength and durability plus wa- 
ter-proofing and flexible features for which the 
Tape-Marked Rope is justly famous. 

You not only sell all these features to your 
customers when you sell them Columbian but 
you also have for them the Columbian Guaran- 
tee, always present on the red, white, and biue 
Tape-Marker. This Guarantee is the broadest 
and most tangible in the industry. 

There is a Columbian Jobber in your vicinity 
whose name and address will be gladly furnish- 
ed upon request. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
Auburn, “The Cordage City” N. Y. 


Branches— New York, Chicago, Boston, New Orleans, Philadelphia 
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Aplan 


that will make 


more Brush 
profits for you 


This statement about profits 
it trite but true. If buyers will 
take our new catalog, survey 
it, check the service we can 
render by concentrated buy- 
ing—you can make more 
money. 


Quality—breadth of line— 
service and price are all there 
is to making or buying 
brushes. We qualify under 
those few headings. It would 
pay any buyer to sit down 
with us and survey his par- 
ticular buying and selling sit- 
uation. 


Why not see what there is 
to this idea? 


The MILWAUKEE BRUSH 


MANUFACTURING CO. 
Milwaukee, 


Makers of 


BRUSHES and BROOMS 
WIRE—BRISTLE—FIBRE 


Wisconsin 


Send for 
\ new 
> No. 29 
Catalog 
today 
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Glass Knobs and Pulls 
In 6 Fast Selling Colors 


Assortment No. 129 





eum Lames Meme omen skis Ne 








3 423 ASS KNOBS 





Put up by “TEGCO” in a Display Box that 
makes sales right from the start. 


A Special Assortment of 12 dozen Knobs and 6 
dozen Pulls in six colors to match each other, as 
well as modern home decorations. 


What a convenience—Knobs and Pulls in sep- 
arate compartments, but in the same box—no 
time lost matching the colors. Order NOW at 
new LOW prices. 


Sold by Leading Jobbers. If your Jobber can- 
not supply you, write to us for name of nearest 
distributor. 


Weight packed for shipment 
is 35 lbs. 








Actual Size from Bolt 


to Bolt, 3”. 







EGCO 


A TRACE MARK 3 


NS REG. APPLD FOR, 


Manufactured exclusively by 


TECHNICAL GLASS CO., Ine. 
2025 E. 48th St. 561 Broadway 
Los Angeles, Cal. New York 


ee ee ee ee ee ee 


sot. 
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SOLD ONLY BY YOU 








All 











“In new 
beautiful 
pastel 
green” 


Cooks SAFER bs 4 
Cooks BETTER 
Cooks EASIER 
Cooks QUICKER 








are yours 


if... 


y/ hi OU are the authorized Nesco 
f Saftematic dealer in your ter- 
ritory. Our franchise is the most 
valuable gasoline stove sales asset 
ever available to the hardware 
trade. For — 


is an all-time success 


Last year’s sensation! Tens of thousands of sales! This 
year’s dominant leader! Saftematic has made good. 
The demand is tremendous for the only gasoline stove 
that is automatically safe. 


Four ideal factors combine now to clinch more sales. 
The established value of Saftematic features. The im- 
mense appeal of thirteen million advertisements to the 
gasoline stove prospects of all America. The added 
effectiveness of our new dealer helps. The absolute 
protection of your interests by your franchise. 


The big season is at hand. Miss no sales. 
Write for details now. 


NATIONAL ENAMELING & STAMPING CO., Inc. 


Executive Offices: 13Twelfth St. Milwaukee 


Factories and Branches: Milwaukee, New York, Baltimore, Granite City, IIl., 
Chicago, New Orleans, Laurel Hill, L. I., Philadelphia. 


Saftematic 


Gasoline Stoves &Ranges 


the profits 


“The stove with a brain” 
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Cotor 


is increasing enameled ware sales enormously. Vollrath 
dealers are making handsome profits on volume busi- 
ness with very moderate investments in stock. They are 
turning their stock from four to twenty times a year. 
They are doing this without any unusual sales effort. 
Write for full information. THE VOLLRATH company 
Established 1874, Sheboygan, Wisconsin. 





The Most Complete Line 
on the Market 





REZNOR MANUFACTURING CO., MERCER, PA. 




















Little Wonder Mop Wringer 


Made with 114” galvanized steel frame and 
14%” x 7%” wooden rolls. Quickly attached to 
any metal or wood pail. Wrings family or 
janitors’ mops. Operates by placing mop be- 
tween rollers, stepping on foot rest and pulling 
mop through. Wringer is opened 
or closed by hand or foot. Mop 
is wrung before leaving pail. Can- 
not splash water or upset pail. 
Packed 1 dozen in carton. Attrac- 
tive lithographed window display 
cutout sent free with each dozen. 


Write for prices. 
Swineford Division, The Cronk & Carrier Mfg. Co. 
Canton, Ohio 


We also make Potter and Cronk Products 
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Sells On Sight— 


“Just what I need,” almost every customer 
will say when she (or he) sees Stovoil, for 
who has anything that does not suffer from 
the ravages of rust, whether it is a stove, 
a tool, a household utensil, a farm imple- 
ment, a pair of skates or even a jack-knife 
—anything ? 

That is why Stovoil has a universal appeal; and 
Stovoil is so effective that it is called for steadily 
after once being tried—a repeater in sales, a 
multiplier in profits. 

Send for sample bottle and circulars. 


SupertIoR LABORATORIES — Dept. 902 
Grand Rapids, Mich. 


Exclusive Pacific Coast Distributors 
General Sales Corporation 
718 Mission St., San Francisco 

350 E. First St., Los Angeles 

303 First Ave., South, Seattle, Wash. 
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Loox to us 


this year for new ideas in 
household wares. Bluebird 
clothes line and reel with its 
new features will sell better 


than ever. 
Celebrating a 


SILVER ANNIVERSARY 
“25 Years of Progress” 


ULTON LIN E 





PATENT NOVELTY COMPANY 


Inc 


FULTON ILLINOIS 


Aratnadnetnatdinatnednatnatnednatnad dé 























These Features Sell 
aw Prem 


Whit 


CANS and PAILS 


Deeply corrugated body, heavily banded top 


and bottom, add strength and rigidity. 

The strongest cans made. 

Hand hot-dip galvanized to resist rust. 
-.. Liquid tight—odor tight. 

The only guaranteed cans—guaranteed to 

outlast 3 to 5 of the ordinary kind. 

Ask your jobber—or write 


THE WITT CORNICE CO. 
2114 Winchell Ave., Cincinnati, Ohio 














There's Always a 
READY MARKET 


for 
HOUSE FURNISHINGS 


Housefurnishings judi- 
ciously merchandised 
carry a neat profit. This 
steady income acts asa bal- 
ance for seasonable items. 
Furthermore, Housefur- 
nishings play a large part 
in inducing women to pat- 
ronize the neighborhood 
hardware store instead of 
department stores. 


Read the editorial and 
advertising pages of Hard- 
ware Age and keep posted 
on this line. 


Hardware Age 


239 W. 39th St me. Te he 




















plete vitreous enameling plants and the 
a world’s largest malleable foundries de- 
addy voted exclusively to range manufacture. 





eee Sr The immense, modern tactory where 
& — — MONARCHS are made, including com- 











| FOR 1930 


MONARCH : Offers 


3 Distinct Series of Ranges 
ALL . Full Enamel 
ALL . in Modern Tints 
ALL . of the Genuine Old Time, Full 


Malleable lron Construction 
which Monarch Ranges have 
held to without compromise 
for over 30 years 


AND THAT MEANS —that a 


high quality, full enamel, full 
Malleable Iron Range can 
now be sold at the price 
of Grey Iron Ranges—a 
| fact never true before in the 
| history of range manufacture. 





Beaver Dam, Wisconsin 


we —————  MALLEABLE IRON RANGE COMPANY | 





Model No. 7559 AFN—19 in. oven— Green or Ivory-Tan 


The only complete line of Full Malleable 
Ranges for the Retail Trade made 

















anywhere in the world 


Enameled range — are beautiful, but they can never serve as a substitute 
for tight, rigid, malleable construction. But MONARCH has combined 
sere honest, malleable construction with beautiful enamel in modern tints 
to produce a range thet — every demand. The 1930 MONARCH Lines 
offer these qualities in slightly varied forms covering a wide price range. You 

can now sell a MO ONARCH at . price pees 3 to the price of a grey 
iron range. And that—as you know—means more business and increased 


profits. Write at once for further details and for territory agency. See us 
et your Convention. 














_| Model No. 290DT—19 in. oven — Tvory-Tan 








MALLEABLE IRON RANGE COMPANY 


Beaver Dam, Wisconsin 





Model No. 7359TFT—17 in. oven—Ivory-Tan or Green 





Model No. 190CW—19 in. oven—White 
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RINGCO 


Bath Room Fixtures 





No. 03773 Shelf 
No. 03773 White Finish Brackets 
No. X3773 Chromium Finish Brackets 
No. 3773 Nickel Finish Brackets 
with Crystal or Opal Shelves 





No. 03776 Hook 
No. 03776 White Finish 
No. X3776 Chromium Finish 
No. 3776 Nickel Finish 
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No Tarnish — No Rust 


When a Dealer can offer his customers 
the most attractive designs possible in 
Bath Room Fixtures and guarantee they 
will never tarnish or rust, he is reason- 
ably sure to make a sale. 


Riwcc9 §~Bath Room Fixtures permit you 
to do so, because their Chromium Finish 
is applied over a substantial nickel plate 
on a brass body. No tarnish—no rust— 
nothing but permanent satisfaction. 
Good reason for selling them. 


Send for our latest Catalog and Prices. 


We also manufacture Furniture Trimmings, Up- 
holsterer’s Nails, Eyelets, Grommets and Washers. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—-170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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ALMO INDURATED 
FIBRE WARE 


SALABLE AND USEFUL ALL YEAR 
A LONG FELT NEED SATISFIED 
MORE SALES—LIBERAL PROFITS 


This splendid line, known as 
the ALMO Fibre Ware, has 
found a great many uses in the 
Home, Institution, Mill and Fac- 
tories. Its steady growing de- 
mand assures an all year round 
sale—and good profit. The spe- 
cial treatment makes Almo Fibre 
Ware not only absolutely water- 
proof, it also makes it adaptable 
fer handling light acids, chemi- 
cals and dyes. Light, handy, and 
durable. Will not rust, leak or 
split. It cannot fall apart. Line 
consists of spittoons, funnels. 
round and oval keelers, serving 
trays, flower vases, flower pot 
saucers, chambers. umbrella 
stands, ete. Ideal for use in 
Homes, Restaurants, Hotels. Hos- 
Mills and 


pitals, Institutions, 

Factories. 

Height 8” 914” 10%4” 11” 1134” 14%” 

Diam. 9% 10% 11 12 12% 12% - Fibre = 
Nien ahogan inish 
Size. l 69 #912 «#14 16 ~~ «21 alia 


Ots. J 


Write for Complete Catalog 


Almo Trading & Importing Co., Inc. 


61 E. 11th St. NEW YORK 
[ALMO] 








One Dealer Writes: 






“IT have sold Moore Push-Pins for 
25 years, but in all that time I have 
never sold so many as your new Style 
‘S’ Counter Display is now selling for 





This is the little blue Style “S” Display, the 
dealer referred to. It is something new and 
takes up very little space. Contains 12 cards, 
2 sizes, Moore Push-Pins; 8 cards, 4 colors, 
Moore Decorative Push-Pins; 18 cards, 3 sizes, 
Moore Picture Hangers. All jobbers report 
big sales. Order yours today. Extra profit in 
each case. Your jobber will supply refills, too. 


MOORE PUSH-PIN COMPANY 
Wayne Junction, Philadelphia 











NEIBRE~ 


Established 1900 
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7,000,000 advertisements in 7,000,000 





greater turnover — increased profit. 
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We're telling Your Customers about 
Bassick Casters and No Mar Rests 





That’s why they Sell 
so Fast and Easy! 


Here’s a new, nation-wide advertising 
campaign to tell the world about Bassick 
Casters and No Mar Rests—100% floor 


protection and easy moving furniture. 


This is one of several definite reasons why 
you should sell these Bassick products. 


Every Bassick advertisement tells the 
reader to buy these products in their 
nearest hardware or house furnishing 
store. Will your customers find these 
products in your store or in your 
competitor’s? 


Write to-day for information about the 
Bassick line of Casters and No Mar Rests. 


Bassick 





Stock these 7 Items and be prepared 
to meet the demands of every customer. 


GREE 








pars: 














THE BASSICK COMPANY : : 
For 34 years the buy-word for fine casters and furniture rests. 


Bridgeport, Connecticut 
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NET-WICK Poultry Fence Never Sags. 


Our new combination of mesh and gauge wire is reinforced so 
securely that no rail support is needed either at top or bottom 


to prevent sagging. 


Both Horizontal and Perpendicular wires are of the same FULL 
GAUGE. The former has just enough wave to allow for con- 
traction and expansion. 


The wire is made from best Open Hearth Steel—every operation 
from raw material to finished product being controlled in our 
own plant. The twist is complete—cannot be opered by un- 
winding with pliers. 


Galvanized before or after weaving. Put up in bales of 150 lin. 
ft., 2” mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge 
wire, in six inch widths from 12” to 72”. Backed by 50 years of 


experience. 
Our Other Products Include: 
Hexagon Poultry Netting Cortland Black Enameled 
: Graywick 
Galvanized Hardware Cloth White Metal Finish 
and the following brands of Wickwire Premier 
Screen Wire Cloth: Wickwire Bronze 


Wickwire Copper 


Your Jobber will supply you. 











INCORPORATE 
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MEMORANDUM: 


SPRING BUYING NUMBER 
of HARDWARE AGE 
PUBLISHED FEBRUARY 6 


FEATURING 
A constructive editorial background for 
a representative dominant sales message 
appearing at the inauguration of the 
Spring Selling Season. 


CIRCULATION 
25,000 copies. 
Covering every major hardware retailer, 
every hardware jobber and 4,000 jobbing 
executives, buyers and salesmen, and 
important buying factors in English 
speaking countries. 


RATES 
Current card rates. 

COLOR 
Hardware Age red--$50 per page. 
Any other color--$75 per page. 


CLOSING DATE 
Final advertising forms--January 27. 


Your space reservation urged. Write, or wire at 


our expense. 


HARDWARE AGE - 
2359 West 39th St., New York City 
Penn. 3200 


Chicago--Cleveland--Boston--Philadelphia 
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’em at their 
own game!” 


(Scene: The Snyder & Robbins Store, Asbury Park, N. J. 
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Characters: Mr. Snyder; 


Time: July, 1929. 


Mr. Emmons, floor mgr.; and Mr. Van Hyning, Heller representative). 


“NOW THAT we've gone over the store layout, | 
want to tell you gentlemen that you’ve got the plans 
for a store here that will make you the talk of the 
town,” said Mr. Van Hyning. 


“Looks good, all right,” mused Mr. Snyder, “but will 
it help us in our fight with chain store competition ?” 


“Will it?” exclaimed Mr. Van Hyning. “Look here, 
gentlemen; see those groups of display tables on this 
plan—these rows of merchandise cabinets along the 
walls? That’s how the chain stores work. Put all the 
goods in sight—plainly priced. And a lot of little 
stuff, temptingly displayed, that folks will pay cash for.” 


“That’s it!’ said Emmons, the floor manager. “Small 


Is chain store competition bothering you ? 
lower portion of this ad to your letterhead and mail today. 


the way to Hardware Leadership. 


will these 





wares—cash sales—quick turnover. But 
tables sell ’em?” 

“You bet they will. All Heller tables are made to sell 
goods. Good salesmanship is built into every Heller 
table and cabinet. Your clerks can handle the larger 
merchandise, and the fixtures will sell the small goods.” 
“Say,” said Mr. Snyder, “I tan hardly wait till this 
new store is built. We'll beat those chain stores at 
their own game!” 

January, 1930, finds Snyder & Robbins in their nex 
Heller-cquipped store, doing a whale of a business with 


with chain stores. 


Take a tip from Snyder-Robbins—pin the 


HELLER will show you 


IME ILIDIE IR 


BUSINESS BUILDING STORE EQUIPMENT 


W. C. HELLER & CO., 700 Bryant St., Montpelier, Ohio. 


N. Y. Office, 20 Vesey St. 
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American Steel & Wire Company 


NATIONAL ADVERTISING | 
Makes All Roads Lead to Your Store 
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Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 
Union Lock Poultry 


? 
” 
( 
Fence i 
Banner Poultry Fences 


Poultry Netting 
Nails Staples 
Barbed Wire 


Wire of all kinds 
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January 13th to 19th 


beWatching the wheels 
q° *nound’? 


Most every boy, at some 
time. hopes to be an engi- 
neer. He likes to see 
the wheels go ’round and 
what is more today most 
boys know what makes 


the wheels go ’round. 


In our advertising for 
Winchester Roller Skates, 
therefore, we tell them 
just how Winchester 
engineers deveioped the 
smoothest running, long- 
est wearing rolls that 
they have ever known. 
And we tell them just how 
and why Winchester 
Skates are “built like a 
bridge” with channel 
beam girder to provide 
the greatest strength at 
all stages of extension. 


You. too. can tell these 
points to your boy cus- 
tomers and, perhaps, as 
often to the girl. And 
when you tell them you 
will sell them. tor what 
other type of roller skate 
can offer them the six 


advantages shown here? 











STE STER 


TRADE MARK 





SIX FEATURES THAT WILL SELL 
WINCHESTER 
ROLLER SKATES 


1—Double row, self contained, hardened ball bear- 
ing rolls—supremely easy running. 

2—Channel beam girder frame construction center 
piece. 

3—Shock absorbers’ which assure supremely easy 
riding. 

4—Full strength at full extension and an extra long 
extension for big shoes. 


5—Arched construction—liké the anchors of a 
bridge. 


6—Heavy solid treads on every roll that give utmost 
mileage. 

Add something which you cannot see—the quality 

of steel—and you'll know just why these skates 

appeal to every boy and every parent who appre- 

ciates high quality construction. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 
New York Office and Showroom 
312 Broadway 
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NEW! for 1930 
“ROTAX” 
KNI GH = “mighty master of 
Water Coolers” 
Equipped with attachment for popular Vortex-Burt sani- 
tary cup dispensers which is furnished FREE. 











AN ITEM THAT INDIVIDUALLY GOES RIGHT INTO 
THE PROFIT COLUMN AND JOINTLY MAKES OTHER 
ITEMS PROFITABLE BY BRINGING UP THE AVERAGE 
SALE OVER THE “DEAD LINE.” 












In this age of modern equipment the demand is for modern 
water service and here it is with special heavy rust resisting 
steel .... generous insulation . ... lacquer finish .... and 


At a Price! 


Crowded with so many obvious economic advantages that 
your salesmen’s efforts are cut in half—your sales and over- 
head expense made lighter—your profits made greater. 









ROTAX 
“KNIGHT”’ 








And now to the readers of THIS ISSUE ONLY we'll 
send PREPAID on approval the “KNIGHT” to 
demonstrate the value of this “mighty master of 
water coolers.’ DO NOT FAIL to mention your 
jobber’s name when writing on your letter head for 
the Cooler. 










This and 10 other Coolers always available for im- 


mediate shipment. 













COMING! 


The “FORD” of the elec- 
trical refrigeration world. 
Water Coolers and 
Household Refrigerators 
by ROTAX. 


ROTAX COMPANY 


encorporate 
580-586 EAST tb5ed ST. -+ NEW YORK .%-¥. 










ROTAX 
MODEL “A” 
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Lhe Jobber s 
Salesman Knows! 


Hardware is a business of myriads of items— 





some are products of manufacturers who sell 
through any and all retail channels; some are 
of widely known quality produced by manu- 
facturers who sell their goods to none except 
the hardware trade. 


To confine their orders, whenever possible, to 
products made by manufacturers of the latter 
class is considered a wise practice by an ever- 
increasing number of hardware merchants. 


The Jobber’s salesman can tell you which 
lines are sold both ways and which are sold 
“aa only to the hardware trade. Ask him about 


it when placing your orders. 


WP beth eg LE 
President 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH, PENNA. 





McKINNEY HARDWARE | 
The Jewelry of the Home 


STRAP, T AND ButtT- HINGES; NON-MonrTISE 
BuTT-HINGES; MCKINNEY FORGED IRON 
HARDWARE ; GARAGE HARDWARE AND PADLOCKS 
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by LLEW S. SOULE 


HERE are too many re- the “SEVEN DOLLAR x To be sure there are in- 


tailers of merchandise 

in this country; too 
many in the hardware field, as 
well as in other fields. The total number of retail- 
ers is out of proportion to the population. 

But while there are too many retailers, there are 
not too many merchants, based on the modern inter- 
pretation of the word merchant. Instead, there are 
far too many people coming under the broad general 
heading of “Retailers,” who cannot by any stretch 
of imagination be rated as merchants. 

There was a time when any man who sold mer- 
chandise was termed a merchant. Now, however, the 
standards: are higher. Only those who have mas- 
tered’ the science of merchandising and applied it to 
retailing are entitled to rate as merchants today. 
Hence we have too few merchants and too many 
retailers. 

This point was strongly brought out in the recent 
experimental distribution census by the Department 
of Commerce, covering eleven representative cities. 
In those eleven cities, according to Dr. Julius Klein, 
Assistant Secretary of Commerce, it was found that 
approximately 28 per cent of the so-called inde- 
pendent retailers were doing a gross business which 
averaged, for the group, less than seven dollars per 
day. 

The function of a retail merchant is to fill a need 
in the community he serves. The retailer whose gross 
sales average less than seven dollars a day is not 
filling any great community need in this day and age. 
Certainly he is not filling:any particular need of the 
wholesaler or manufacturer. 

The orders which such a retailer can give a whole- 
saler are too small to justify the expense involved in 
obtaining, packing, billing and shipping the goods. 
Meanwhile the manufacturer would be better served 
if his merchandise was sold through some merchant 
better able to fill the needs of the consumer. In 
most cases, the dealer whose gross sales average less 
than seven dollars a day acts as a drag on inde- 
pendent merchandising. He adds to the general dis- 
tribution overhead, and the service he renders does 
not justify the cost involved. Finally, such a dealer 
is unfair to himself. He could earn more at ordinary 
day labor than he could possibly make, as profit, on 
sales of merchandise averaging seven dollars a day. 


31 


stances where a dealer starting 


H A N D I C A P with average sales of less than 


seven dollars a day has built 
up a successful and profitable business. We are not 
referring to men of that type. The dealers we have 
in mind are the ones who do not progress ; who stay 
at the seven dollar level or below it until the business 
undertaker claims them as his own. The merchan- 
dising field is cluttered up with thousands of such 
retailers, who should never have been in the business 
of retailing. 

Some, at least, of the responsibility for this con- 
dition rests with certain wholesalers, who in their 
thirst for volume have sold opening stocks to men 
whose capital and experience did not justify their 
entering the retail field. In too many cases they have 
granted credit all out of proportion to the applicant’s 
ability or capital. In too many cases they have not 
investigated to find out whether or not another mer- 
chant was needed in the community where the new 
store was to be located. 

In doing so, they have placed an added burden on 
their merchant customers in that community; they 
have increased competition without materially in- 
creasing their own volume, and have tied up capital 
in enterprises where the ‘chances of success were 
slight. If the wholesalers of this country would, as 
a whole, carefully investigate before selling opening 
stocks, eventually the “Seven Dollar” retailer would 
pass out of the merchandising picture. Those who 
had real merchandising ability would become mer- 
chants; those who were unfitted to become mer- 
chants would fail, and their places would not be 
refilled. 

Fortunately, the majority of the wholesalers in the 
hardware field are pursuing such a policy. They are 
investigating, and when their investigations show 
that there is no need for another hardware store in 
the territory involved, they are honestly telling the 
prospective retailer the facts, and earnestly advising 
him to abandon the idea, or seek a territory where 
there is a need. 

Sooner or later, all hardware wholesalers will adopt 
a similar policy—the sooner the better. The hard- 
ware merchants of this country are facing a stiff, 
competitive battle. It is no time for “Seven Dollar” 
handicaps. 








Appleton 
Residents 
Contributed 
Relics for 
“Lincoln” 


Window 


by Schlafer 
Hardware Co. 
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EALIZING that window displays built around a 
patriotic event, national figure or special anniver- 
sary should be commemorative and not strictly 
“selling” displays, Lawrence G. Zwicker, display man- 
ager of the Schlafer Hardware Co., 115 W. College 
Avenue, Appleton, Wis., produced the display herewith 

The central figure in the window was a large drawing 
of Abraham Lincoln, copied from a small sketch. Mr. 
Zwicker scoured around Appleton and made up a list of 
all the Civil War veterans or their relatives who might 
have Lincolnian relics. He was successful in obtaining 
Confederate money, muskets, pistols, treasured photos, 
letters and books. 

The “Lincoln” window attracted many people and 
created much favorable comment. Through the intelli- 
gent use of well-lettered show cards and careful arrange- 
ment the display created a pleasing atmosphere. To fur- 
ther show how much local interest was centered in this 
display, Mr. Zwicker states that several of the articles in 
the display were voluntarily brought to the company after 
the window was first shown to the public. 

In Washington’s Birthday, Memorial Day and Inde- 
pendence Day there are numerous possibilities for 
attractive window displays. With no commercial display 
matter such a window will attract attention and much 
favorable comment. The local library and _ historical 
societies will be only too glad to cooperate in the secur- 
ing of material of a nature relating to the particular 
event or person the display is commemorating. 
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EORGE H. -BARTLEY’S 

double basement household 

department, in East End, 
Pittsburgh, Pa., is the result of a 
growing conviction that his cus- 
tomers were increasingly asking to 
see the article they were wanting to 
buy. That is not in the old-fash- 
ioned way, across the counter, in a 
show window, or behind glass 
doors, but right out in full view 
where they can put their hands on 
it, lift it, feel it, and examine it as 
closely as they like. And, then, 


/not only one article of the kind but 


several, in order that they can make 
a selection. He has found that per- 
sons naturally prefer to make the 
final selection themselves, and in 
order to do that there must be sev- 
eral of each kind to choose from. 
He, furthermore, has come to the 
conclusion that much of the pleas- 
ure of shopping is in making a 
choice, and that it’s good practice 
for a hardware merchant to make 
it easy and at the same time, a 
pleasure to shop. Hence, the ex- 
planation of his big double base- 
ment of 4000 sq. ft. turned over 
exclusively to ranges and _ heaters, 
gas, oil, and electric, eléctric irons, 
toasters, grills, percolators, hot 
plates, aluminum ware, porcelain, 
polishes, brushes, mops, and every- 
thing else anybody can think of, 
including fine lamps and _ china. 
They are all there in reach of cus- 
tomers’ hands and in perfect light. 
“The only thing that is not out,” 
according to A. L. Schwerbinz, 
manager of the department, “is 
chamois skin,” who opened one 


Is your basement an 
asset or a liability in 
the form of the usual 
“catch-all”? Hard- 
ware store basements 
can often be eftec- 
tively transformed 
into attractive sales 


2 





Housewives of Galesburg, IIl., are well acquainted with the “down- 

stairs housefurnishings department” of the Churchill Hardware Co. 

Comprehensive displays of the sort of merchandise that interest every 

woman shown in a clean, well lighted basement have made space, which 
would otherwise be wasted, pay big dividends 


How 


HOUSEFURNISHINGS 
Made a BASEMENT 


drawer, the only one in both 
rooms, and pulled out a piece of 
chamois. 

That it is a matter of keen 
study to put every one of the 
hundreds of articles where a 
customer can find them him or 
herself without inquiry was 
evident every minute of the 
time. How well it is working 
out is evidenced by the fact that 
the firm is giving almost twice 
the floor space to household 
equipment, such as the above, 
that it is giving to any other 
department, and it must be 
borne in mind that he is occupy- 
ing as valuable a piece of city 
frontage as there is in Fast 


rooms for house . End. There is another proof; 
that is the fact that it can be 


furnishings or other 
hardware lines. 


done in a basement, and it is a 
pretty well established opinion 


PAY 


in Pittsburgh that the customers do 
not hanker to go to the basement 
of a store for anything, but Bart- 
ley’s encounter little difficulty. 

One explanation is the fact that 
his stairway is near the first floor 
front entrance, and affords a fine 
view of a brilliantly illuminated 
basement where are tables, the best 
he can get, loaded tastily with the 
things every woman is seeking for 
her kitchen, living room, laundry, 
or bedroom. <A long low plate 
glass front door frames the stair- 
way which frames the scene in the 
basement. Of course, most of the 

(Continued on page 41) 
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Customers find it hard “to walk as 
the crow flies” in Steisel’s. The 
arrangement of the fixtures blocks 
a straight path and the “round 
about” route leads to more sales 


HILE primarily and _basic- 

ally a hardware merchant, 

Maurice Steisel, owner and 
manager of Steisel’s, widely known 
hardware store in Glen Cove, Long 
Island, contends the progressive 
merchant of today will not permit 
his retail classification to circum- 
scribe the extent or variety of his 
stock. As this firm’s business 
achievements have been remarkable, 


*A former Steisel salesman. 


JOHN W. PUBLIC 
GOVERNS STEISEL’S 


B U Y 


By J. M. 


it might be said that this contention 
is well founded. Inauspiciously es- 
tablished twenty-three years ago, by 
Mr. Steisel, who was then a youth 
of twenty, the business has enjoyed 
a steady growth, until at the present 
time it is transacting a volume of a 
quarter million annually. Selling 
the things the public wants has been 
one of the important contributing 
factors to the firm’s steady progress. 
In keeping with this policy, Steisel’s 
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salesmen are instructed to turn in a 
want slip for each and every article 
any customer may ask for, whether 
it be an orthodox hardware item or 
not. The fact that the public ex- 
pects the store to have the article is 
almost reason enough to stock it, he 
says, providing calls for the item 
have been fairly frequent. How- 
ever, if he has good reason to be- 
lieve the store can sell any particu- 
lar article, a small initial order will 
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be tried out regardless of whether 
it has been previously called for or 
not. 


Last fall, on the approach of 
colder weather, he realized that 
blankets would be in good demand 
and was convinced that his store 
could sell them just as easily as any 
other retail establishment. Accord- 
ingly, a small blanket order was 
placed on the start to ‘‘feel out the 
demand.” They were quickly dis- 
posed of at a better than usual mar- 
gin of profit. At the present time 
the store is having difficulty in ob- 
taining a certain type of blanket in 
sufficient quantities to supply the 
local demand. So many blanket 
customers inquired for sheets and 
pillow cases that they are soon to be 
added to the stock. As articles of 
this description are rarely carried 
by hardware stores, this fact in it- 
self is unusual enough to create 
comment among the public. In ad- 
dition, a class of patrons are brought 
to the store to inspect merchandise 
of this kind who would not have a 
similar incentive for a visit other- 
wise. It isn’t hard to sell people 
who come in a store of the Steisel 
type, but it is sometimes hard to get 
the people in the store. “Articles of 
this description encourage a visit, as 
everyone needs them. After people 
are in the store, the extent of their 
purchase is only limited by their 
available cash. The stock is so 
varied, extensive and attractively 
shown that visitors find it most dif- 
ficult to resist the appeal of a wide 
range of articles they would like to 
own. 

When a new item or line is added 
to the stock, it is displayed in a con- 
spicuous store location and is fea- 
tured in the full page ad the firm 
regularly carries each week in the 
local newspaper. After the public is 
fully cognizant of the fact that 
Steisel’s are now prepared to supply 
them with blankets or other lines, 
the displays of such merchandise are 
moved to a less prominent part of 
the store and a newer line is fea- 
tured in displays and advertising. 
Luggage was only recently added to 
the stock and has proved very prof- 
itable. The first time a luggage dis- 
play was placed in the windows, 
twelve or fifteen traveling bags of 
various kinds were sold at a sub- 
stantial profit. 





The type of merchandiser shown in the foreground of the above 


photograph has won favor in Steisel’s. 


The hardware department 


appears in the background. 


About two years ago, just when 
his store was in the very midst of 
one of the biggest seasons in its his- 
tory, a disastrous fire almost com- 
pletely wiped out the stock and 
store. 

Within twenty-four hours Mau- 
rice Steisel had rented a temporary 
store building, secured a new stock 
and was transacting business in 
much the usual manner, in an en- 
tirely different location. This move 
is but one example of Mr. Steisel’s 
acumen and courage. It exemplifies 
how, when he quickly decides on the 
wisest course to pursue he follows 
up his decision with immediate ac- 
tion. Obstacles which might appear 
to prevent the successful culmina- 
tion of his plans are quickly over- 
come by strategy. Slower thinking 
and slower acting merchants might 





MAURICE 
STEISEL 


The left or house furnishings side of the Steisel store is shown in the 


photograph below. The display of blankets, mentioned.in the accom- 


panying article, can be seen in the background. 
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lose many opportunities which are 
readily grasped by this merchant. 
The disaster referred to would dis- 
hearten many merchants faced with 
a similar situation, but it only served 
to spur Maurice Steisel onward to 
further progress. Almost immedi- 
ately he ordered plans drawn up for 
a more pretentious store, to be 
erected on the same site. 

Fronting 70 feet on Glen Street, 
one of Glen Cove’s most prominent 
thoroughfares, the new building of 
Spanish design is 120 feet deep. It 
is a fitting monument to the prog- 
ress the firm has made, being from 
both without and within a store of 
which any city might well be proud. 
Seven displaySwindows on the street 
floor are provided, and in addition 
five larger display windows were in- 
stalled on the second level or mezza- 


nine floor. A notable feature of 
the store’s interior is that all but 
two supporting columns have been 
concealed from view. A _ dozen 
huge skylights, measuring 6 by 12 
feet, admit an abundance of day- 
light, which makes artificial illu- 
mination practically unnecessary 
under ordinary conditions. This 
accounts for a very nominal light 
bill for a store of its size. The build- 
ing has a full basement and a wide 
mezzanine balcony extends com- 
pletely around the main floor. In 
the rear of the store two wide and 
“easy to climb” stairways lead to the 
mezzanine floor. The offices of the 
firm are located between the two 
stairways, on the balcony, where 
glass inclosures permit the owner to 
observe the business activity on both 
floors. The advantageous arrange- 


When Steisel contracts for the regular advertising space of the firm in the local 
newspaper, he specifies that it shall be large enough to do justice to an establishment 


of the size of his store. 


This fact it exemplified by the reproduction of a recent 


advertisement, which appears below and features some of the diversified lines 
carried by the firm. 
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FINE LUGGAGE 
fj at popular prices 
4 Smart, neat looking luggage, dengned with full 
4 comprehension of the travellers needs. appealing 
| appearance made by two leading mokers of the 
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ment and attractive appearance, as 
well as the store’s extensiveness, 
typifies the desire of the proprietor 
to constantly improve every store 
facility which would enable the firm 
to better serve a rapidly growing 
clientele. When better methods of 
displaying hardware are devised, 
you may rest assured that Maurice 
Steisel will see their merits and will 
be among the first to adopt the im- 
proved equipment. 


All fixtures in the Steisel store 
are finished in light oak and all are 
resplendent and in spotless condi- 
tion, as they are immediately re- 
finished when they begin to show 
signs of wear and tear. The mer- 
chandise displayed on them is like- 
wise spick and span, without a ves- 
tige of dust or grime. Everything 
is shown through modern open-type 
equipment, which encourages store 
visitors to handle the articles they 
are interested in, and permits them 
to examine the goods shown to their 
heart’s content. Most merchandise 
which is received in boxes or car- 
tons is removed from the contain- 
ers and exposed to the view of store 
patrons, who may be looking for 
just such articles. 

Reserve stocks, as they are termed 
in other stores, are here unwrapped 
and displayed, with the idea that 
mass display in itself is appealing. 
The theory being that a larger show- 
ing and choice creates a favorable 
impression on customers and _ at- 
tracts attention. While this method 
is obviously impossible in some lines, 
in others it is very practical. 
Maurice Steisel holds that if two 
dozen coffee percolators of one size 
and type are in stock it is the best 
policy to show them all, if the dis- 
play space available permits it. The 
results secured from this method 
would convince the most dubious of 
the merits of the idea. 

Several sections of display fixtures 
of the shelving and sampled type 
have been set away from the walls 
on either side of the store. In the 
rear of these sections unsightly 
merchandise of inconsequential dis- 
play value and reserve stocks of 
some particular staple lines are con- 
cealed from view. Yet the items 
stocked in this manner are readily 
accessible when they are required. 
Only such merchandise as is staple 
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and for this reason need not be dis- 
played to be sold is placed out of 
sight in this fashion. The method 
enables three times as much stock 
to be carried in the same length of 
space but, of course, it requires 
about nine additional feet in width. 
One row of rough shelving is placed 
back to back with the display shelv- 
ing and another is placed next to the 
wall, with an adequate aisle be- 
tween the two. 

Neat and pertinent signs call at- 
tention to the location of the various 
departments. When the store first 
opened it was noticed that customers 
seemed to hesitate about going to 
the mezzanine floor unless they were 
personally conducted there by one 
of the sales force. They seemed to 
feel that the balcony was “forbidden 
territory” unless they were accom- 
panied by a salesman. It was found 
that a sign at the foot of the stairs, 
reading “Walk Up” encouraged 
traffic to the balcony floor and elim- 
inated the feeling which was obvious 
before. Though a large part of the 
merchandise displayed on the mez- 
zanine floor can be seen from the 
main sales floor, large signs in the 
form of arrows, affixed to the stair 
railings, point up the stairs. These 
are lettered with the departments 


found on the balcony and have 
proved worth-while assets. 

Mr. Steisel has often been known 
to remark that he would like to have 
anyone tell him of any line or ar- 
ticle which, in their opinion, he could 
handle at a profit. Continually 
looking for new, profitable lines, he 
seldom fails to find them. Generally 
the lines selected offer the oppor- 
tunity of securing a little better than 
the customary hardware margin. 
They are also preferably articles 
used by everyone and therefore in 
good demand. Most often they are 
necessities, but of a quality grade. 
In fact, quality merchandise might 
be said to be the only grade carried 
by this store. The lines carried by 
the firm, embrace at a glance, hard- 
ware of every description; china, 
glassware, paints, radio, luggage, 
gift goods, decorative lamps, house 
furnishings, tools, cutlery, silver- 
ware, electrical appliances, auto ac- 
cessories and both finished and un- 
painted furniture. In effect it 
might well be termed a hardware 
department store, as both the variety 
of the stock and the size of the es- 
tablishment forbears this descriptive 
phrase. When possible the firm at- 
tempts to secure articles which are 


not available elsewhere. Then, as 
they are the only local source of 
supply for such items, it is easier to 
secure a little longer margin. Rustic 
furniture, bird baths and bird houses 
are good examples of articles of this 
sort and customers who purchase 
this class of merchandise rarely 
complain of values. 

A force of fourteen persons con- 
stitute the personnel of the store at 
present. Each employee has cer- 
tain prescribed duties to perform 
or is responsible for a specific por- 
tion of the store, as the store is de- 
partmentized for greater efficiency. 
Every employee is well qualified for 
his or her position. The sales force 
are all experienced salesmen, who 
know hardware from A to Z and 
with whom courtesy and the “cus- 
tomer is always right” attitude is al- 
most second nature. The resultant 
efficiency from their efforts has been 
another important attribute to the 
firm’s success. Salesmen in Steisel’s 
store are not permitted to waste val- 
uable time during which they could 
be selling merchandise by running 
downstairs after a quart of linseed 
oil or similar missions. Boy run- 
ners, to do like errands, have been 
employed for this specific purpose. 


Two Gift Departments Are Often Advantageous 


WO gift departments are 

sometimes found in the larger 

and more progressive hard- 
ware establishments. For stores of 
this type, the advantages are read- 
ily apparent when the matter is 
carefully considered. The photo- 
graph below illustrates the expen- 
sive gift department of a modern 
hardware store. An en- 
tirely separate gift de- 
partment, featur ing 
popular priced gifts, is 
located in the basement 
of the same store. 

In this manner, valu- 
able gifts are shown 
amidst a luxurious and 
appropriate en vir on- 
ment, in a prominent 


location on the main sales floor. 
Gifts of lesser value and of a more 
popular nature are “just as much at 
home” in the basement, where store 
visitors logically expect merchan- 
dise to be more reasonably priced. 
By thus dividing an extensive 
stock of gift merchandise, having < 
wide range of prices, into two dis- 





tinct departments, a more etfective 
and harmonious appearance is se- 
cured in each department. In addi- 
tion, the attention of possible pur- 
chasers of expensive gifts is not dis- 
tracted by a display of gifts selling 
at much lower prices, which might 
be just as suitable for the occasion. 

In large stores improved results 
are reported from the 
method as customers 
quickly become ac- 
quainted with the ar- 
rangement. Whether it 
is an expensive or a 
popular priced gift that 
is desired by the cus- 
tomer, they know ex- 
actly where it can be se- 
cured. 
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The Gray Hardware Co., Coshocton, Ohio, always 
profitably devotes one window to gift merchandise. 


GIF TWARES 


66 IMPLY irresistible, I just 
S couldn’t keep from buying 
it.” Many husbands have 
listened to the foregoing expres- 
sion, when their wives were at- 
tempting to explain why it was 
impossible to restrain their impulse 
to purchase some especially attrac- 
tive article of giftware. A colorful 
and unusual decorative object al- 
ways has a strong appeal to the 
feminine mind and this is one rea- 
son why so many hardware mer- 
chants have found a department 
featuring gifts throughout the year 
a very valuable adjunct to regular 
hardware lines. In addition to the 


universal feminine appeal of gift- 
wares, which is almost certain to 
increase the percentage of women 





LURE FEMININE 
PATRONS 


patrons for any store, they also pro- 
vide a lucrative margin of profit 
without involving a large invest- 
ment and require only a minimum 
amount of display space. 

Christmas is but one active sea- 
son for wares of this description, 
for many occasions such as June, 
when gifts are sought for brides, 
Mother’s Day and many other spe- 
cial days serve to stimulate the gift 
demand. A good demand prevails 
the year round for card party fa- 
vors and prizes, birthdays, showers 
and similar occasions. This demand 
is also augmented by housewives 
who become intrigued with certain 
gift articles, which they have noted 
in displays which would be espe- 
cially appropriate for decorative 
38 


purposes about their home. Such 
articles will strike the eye and seem 
just the thing to brighten up some 
particular nook they have in mind 
that needs a touch of the unusual. 
With women steadily becoming a 
more important factor in retail pur- 
chases of every description, enter- 
prising hardware merchants have 
taken this matter into consideration. 
As a consequence, many have added 
giftwares and similar lines to their 
stocks, and in most instances the 
results have been gratifying and 
profitable. Stores which might 
have been correctly designated as 
men’s stores a few years ago are 
now receiving their share of fem- 
inine patronage, for by adding lines 
having an appeal to the women; 
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modernizing their stores, and keep- 
ing their establishments in immacu- 
late condition they have won the 
favor of the fair sex. 

The Gray Hardware Company of 
Coshocton, Ohio, has had a very 
complete and attractive gift depart- 
ment for a number of vears. Tom 
Gray, manager of the store, asserts 
the department is a powerful attrac- 
tion for the women. Popular priced 
gifts in Gray’s gift department are 
displayed on open top tables, while 
more expensive gifts are shown on 
special plate glass shelves, having a 
mirrored background in wall fix- 
tures of the most modern, unin- 
closed type, equipped with electric 
lights. Mr. Gray’s experience has 
been that only small quantities of 
identical gifts should be purchased, 
especially if the store is located in 
a small city, as the gifts then be- 
come commonplace and are not 
sought by women who are looking 
for the unusual. Purchases of as- 
sorted case lots have proved very 
satisfactory to the store. 

Mr. Gray. reports the turnover as 
well as the margin in gift goods 
exceeds that customary with ortho- 
dox hardware lines, in most in- 
stances. One window is almost 


always devoted to a display of gift- 
wares which create a great deal of 
interest among townspeople as well 
as visitors to the city. During the 
summer months many motorists 


Giftwares provide 
the feminine appeal 
—an asset which has 
proven a valuable 
factor in hardware 
stores who have won 
the favor of women 
patrons. With women 
practically controlling 
the purse strings of 
the nation, enterpris- 
ing hardware mer- 
chants have profited 
by taking the ladies 


into consideration. 


who pass through Coshocton ob- 
serve the Gray display of gifts in 
their window and often stop to 
make purchases. Often a woman 
tourist driving through the city will 
purchase several gifts for members 
of the family as a homecoming re- 
membrance, and in such cases the 
total sum involved in the transac- 
tion reaches a sizable amount. 

The giftware department of the 
Gray store embraces lamps, book 
ends, candle sticks, ash trays, bric- 
a-brac, fancy glass ware, chinaware 
and pottery. Merchandise of this 
type is especially adapted to attrac- 
tive window and interior displays, 
as the colors are variegated and near- 
ly every article is of a different 
shape. With ordinary good taste 
and a sense of balance, most anyone 
can arrange a compelling display of 
giftware, which not only attracts 
attention but, best of all, produces 
profitable returns. 

Another feature, worthy of con- 
sideration is the fact that a com- 
paratively nominal investment will 
secure a fairly complete assortment 
of giftware, which will enable the 
dealer to supply a suitable gift for 
nearly every occasion, in a wide 
range of prices. 





The gift department of the Gray 

Hardware Co., Coshocton, Ohio, 

has a strong attraction for both 
men and women customers. 
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VIRTUALLY ALL GUESS WORK 
IS ELIMINATED BY THE FRANK 
BURKE HARDWARE COMPANY 
WHEN THEY CONDUCT A 
DEMONSTRATION 


HOW BURKES’ RECORDS 


GUIDE THE WAY 


by GEORGE GAYLORD HOY 


ITHOUT doubt our 1929 

cooking demonstration was 

one of the most successful 
we have ever had. The attendance 
was very good in spite of several 
things that detracted from it. The 
following report describes the prep- 
arations made for this show: 


Advertising 


Direct Mail: A letter was com- 
posed and sent to our mailing list 
of 964 names. This letter was 
mailed on Monday before the 
demonstration on Thursday. The 
letter was of medium length, short 
paragraphs, but set forth each de- 
tail of the demonstration. 

Newspaper: Several advertise- 
ments mere used during the week. 
The first was run on Wednesday, 
preceding the demonstration. The 
next appeared on Friday. We as- 
sumed that the letter would reach 
the people Tuesday, then Wednes- 
day we followed with an advertise- 
ment in each paper and then a 
reminder on Friday. Advertise- 
ments and letter are attached to this 
report. 

Window Display : The south win- 
dow was used during the show. 
This window was put in on Tuesday 
before the demonstration. Show- 


cards told of th: show and _ there 
was a complete showing of alumi- 
num and our specials. In the north 
window there were several show- 
cards telling of the demonstration. 

Show-Cards: Used in the store 
to inform people that we were hav- 
ing a demonstration on the second 
floor. Helped to direct the ladies to 
the school without making it hard 
for them to find it. 


Store Layout 


Tables: Three tables’were used 
to show our specials. Each section 
of merchandise had a show-card 
upon it, size 8 x 12. Most of the 
specials were placed upon these 
tables in the center of the store. 
Other specials were shown with the 
displays of other merchandise in the 
store. A very attractive display of 
all. aluminum items was shown. 
Show-cards were also used on some 
of these items. The displays were 
all complete and sold the mer- 
chandise. 

School: The school was held on 
the second floor. The place was 
filled with chairs. In the front a 
gas stove occupied the center. A 
kitchen cabinet was to the right and 
an electric refrigerator was on the 
left. A small work table stood in 
front of the stove and everything 
was ideal for demonstrating. 


40 


Demonstration 


Location: Due to the lack of 
space on the main floor the school 
was held on the second floor. Prac- 
tically a complete kitchen was set 
up. 

Time: The school was held at 
2.30 each afternoon. It lasted 
usually until 4.30. One day it lasted 
until 5.00 p. m. and several ladies 
complained that that was too late 
to permit them to get home for 
dinner. 

Plan: Mrs. Martin was a wonder- 
ful defhonstrator and, besides tell- 
ing her group about certain things, 
she also prepared and baked sev- 
eral dishes before them. They al- 
ways saw the actual results before 
they left. Recipes were given. A 
complete change of program every 
day. 

Attendance: The first day there 
were 30 ladies present. The second 
day 55 ladies present. The third 
day 23 ladies present. Due to the 
holding of the Fete (a community 
event) in the afternoon the crowd 
was very small on Saturday after- 
noon. Gifts were offered to attract 
the housewives. 

Advertising: Each lady was 
given a booklet on “What’s New 
in Cooking,” a memo pad and a 
pencil. Recipes were recorded on 





ee ete 


bite ag 



































HARDWARE AGE for JANUARY 16, 1930 41 





the pads. Other literature was 
available for them, if they wished 
to take it. Souvenir key chains 
were distributed the last day. 

Lunch: Each afternoon Mrs. 
Martin served a lunch to the ladies 
there. The food was all something 
she had prepared during the school. 
This proved to be quite an attrac- 
tion and we believe it helped get the 
people to the show. 


Merchandise Sold 


Aluminum Specials: The total 
sales for the three days of alumi- 
num ware and_ specials were 
$127.23; average sales per day, 
$41.81. 


Comparison of Sales: Cash sales, 


June 13, 1928, $262.76; June 13, 
1929, $232.96; June 14, 1928, 
$278.52; June 14, 1929, $215.34; 
June 15, 1928, $303.14; June 15, 
1929, $567.75. Total for the three 
days, 1928, $844.42; total for the 
three days, 1929, $1,016.05.  In- 
crease, $171.63. 


Expenses Incurred 
? 


Advertising: Advertisement, 2 
col. x 6 in., $7.20; advertisement, 
3 col. x 10 in., $13.50; advertise- 
ment, 3 col. x 17 in., $22.95. Total, 
$33.65. 

Direct Mail: Letters, 964, $8.75; 
postage, $9.64. Total, $18.39. 

Demonstration Supplies:  Gro- 





Read the firm’s own report of the culinary demon- 
stration conducted by the store, which appears in the 
accompanying article. When the next Burke cooking 
school comes along, the management will have an ac- 
curate and “ protective” plan of operations, based on 


its own experience. 





3. Total, 


ws) 


ceries, $15.07; gifts, $7. 
$22.40. 


Grand total, expenses, $74.44. 


Recommendations 
(1)—Demonstrator such as Mrs. 
Martin should be obtained next 
time. 
(2)—Advertising program such 


as used this time should be used. 
\ better letter and letterhead would 
increase the returns. The direct mail 
returns were 9.7 per cent. 

(3)—School should be held on 
the second floor. Greater seating 
capaeity next time. 

(4)—More complete displays of 


merchandise on the second floor 
should be made. 
(5)—More popular loss items 


would have increased the number 
of people in the store. 

(6)—Cooking school, or demon 
stration, should end at 4.30 p. m., 
sharp, for best feeling among those 
attending. 

(7 )—Gifts should be given each 
day. 

(8)—School should begin at 2.30 
p. m. 

(9)—Lunch adds to the attrac- 
tiveness of the school. 


How Housefurnishings Made a Basement Pay 


people who look down those stairs 
decide to descend the stairs, either 
that time or the next, and when they 
do, it is as if they had unexpectedly 
dropped into an exposition of 
household requirements, not hard- 
ware, nor furniture, nor other well- 
known articles, but rather the dif- 
ferent and unusual displayed ex- 
actly where they can sell something 
else directly related. 

Of course, there are exclusive 
things, such as heaters and sweep- 
ers, found “Only at Bartley’s; no- 
where else in the East End dis- 
trict.” Even bread boxes appear 
extraordinary and different at Bart- 
ley’s, as a result of the fact that 
there is a shelf or two built espe- 
cially for them. Even lanterns are 
found there, old-fashioned coal oil 
lanterns and many other articles 
that ordinarily one would not ex- 
pect a cosmopolitan patronage to 


(Continued from page 33) 


require. A small department of 
several shelves devoted to scouring 
soaps and polishes, with mops and 
brushes nearby, makes the average 
male visitor stop and wonder 
whether his wife had not mentioned 
the fact that he must bring home a 
box or two of floor wax, although 
she never did trust him to select 
so important an article of household 
supplies. 

Then, just behind them on the 
other side of the stairs are several 
shelves of pyrex dishes apparently 
put just as they are in order to 
make men carry home a piece or 
two on general principles. 

When it comes to coffee percola- 
tors and pots, the display makes 
every person with a thirst for the 
dark brown fluid stop then and 
there. Whether Bartley has a cor- 
ner on coffee pots, so far as East 
End homes go, is a matter of con- 


jecture. Anyhow, he sells them, 
and in a basement, tog, to folks who 
are evidently quite willing to take 
the trouble to walk down stairs. 
Mention of skillets somehow 
makes one sniff for the appetizing 
odor of tenderloin cut thick, but the 
sight of Bartley’s stock sends the 
average man to the phone to inquire 
of his good wife about the steak 
for dinner. Those skillets look as 
if they could guarantee full satis- 
faction to every fastidious connois- 
seur of good steaks. And, indeed, 
many are the indications that show 
what can be done in making a house- 
hold department a money-maker in 
a city hardware store that is beset 
by department stores and number- 
less other shops bidding for the 
patronage of people who must con- 
tinually replace and augment their 
housefurnishing possessions. 
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WATCHMAN WHAT 


E will soon be getting our tabulated statements 
Wi: the 1929 results. In almost all lines, in every 

part of the country, the total of 1929 business, 
at least in volume, will be satisfactory. Nineteen hun- 
dred and twenty-nine was a great buying and selling 
year. Wall Street did not upset the applecart until the 
latter part of October. 

oh ih + os 

Most business men are wondering what is going to 
happen in 1930. This early in January, we cannot tell 
much from orders. The trade everywhere are either 
working on their inventories or finishing up the job. As 
a matter of fact, very little will be known about any 
change in trade conditions until the first of April. We 
are receiving letters from many sources asking what we 
think about the prospects. One man’s guess is just about 
as good as another’s. Being a prophet is an uncertain 
and dangerous business. At least we know one thing, 
and that is, it is safer to guess low than to guess high. 

* * * * * 

The head of the factory is going to the Sales Depart- 
ment with the questions ‘““How are we to buy? How are 
we to arrange our manufacturing schedule for the first 

six months of the year?” This is some- 
thing the Sales Department must answer. 
We believe a good answer is to go ahead 
for the first three months on the same basis 
as last year and then see what happens. 

It never, never pays to be short of goods, 
especially staple goods. If the sales do not 
come across, it is better at the end of the 
first three months to pay interest on some 
surplus stock than to be short of goods. 
To fill an order complete is every mer- 
chant’s first duty, whether he is a manu- 
facturer, a jobber or a retailer. 

What are you going to do about your 
sales force? Are you going to increase or 
reduce? The answer is the same on this--- 
do just the same as last vear. If sales turn 
out to be satisfactory, if volume is main- 
tained, then we suppose sales arrangements 
are about right. If, however, volume falls 
down, then about April 1, we will have to 
look into the question of selling, get an 
analysis of sales by states and territories 
and find out whether the situation is gen- 
eral or just “spotted.” In the meantime, 
the salesmen will call as usual. We pro- 
pose to be guided by facts and not by 
rumors, hysterics or theories. 


4 s * * * * 


How about advertising? Just the same, 


or a little more advertising than last year. If sales look 
satisfactory at the end of the first quarter, then we may 
continue the same advertising as last year. If sales seem 
to drag a little bit, then we must increase our advertising 
and also go over our advertising cafefully to see if it is 
right. This, also, is a question of territories. Again, 
we must analyze sales on the basis of the various jobbing 
centers. 
* * * * 

It is curious the questions that are asked. Some of 
our correspondents want to know if business, in our 
opinion, is going to start to boom RIGHT NOW? This 
means, roughly, January and February—the usual recov- 
ery from early-vear seasonal slackness. Some think that 
the upturn will come even sooner than in most years, due 
to the favorable effect of the business prosperity move- 
ment. We do not look for any boom in business on the 
basis of “right now.” Most of us would be satisfied if 
things this year would be as good as last year. 

Salesmen have been told by wise Sales Managers not 
to get excited or depressed, or lose their nerve if they 
find some little sales resistance in January and February. 
Better for a salesman to keep his balance and not be 
worried than to expect a lot of business that does not 
turn up. 

: & 

After all, selling is largely a matter of locality. In 
some localities, for special reasons, business is very good. 
In other localities, it is not so good, and still in others it 
is bad. Sales Managers and salesmen should know all 
these conditions and should handle each section accord- 
A great mistake can be made by too 


ing to the facts. 
: { ” “a 
general” conditions. 


much talk about 


““ 


* ok * 


At various meetings throughout the country of houses 
with a large number of salesmen, the salesmen were 
asked about conditions in their territories. The majority 
of salesmen, so it is reported to us, stated that conditions 
were pretty good, normal. They expected a fairly good 
business. A few salesmen said that conditions in their 
territories were not good, but in every case the reasons 
for the bad conditions were known. 

To illustrate: In some of the agricultural districts, 
where crops have been very good and prices are good, 
business is good. In the coal mining districts, where the 
coal mines are shut down, where men are only working 
part time and there are a lot of coal miners out of work, 
business is bad. Now all the polyannas in the world will 
not improve the business in some of these coal towns, 
simply because the work, the wages and the money aren’t 
there. 

* x * * 

At one sales meeting, which I attended, the Big Chief 

of the institution told the salesmen not to worry about 
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the size of their orders. He stated that his concern, a 
house, by the way, over one hundred years old, would 
get their share of the business. He wasn’t worried about 
that. He stated that there was only one point his sales- 
men should watch very closely and that was NOT TO 
LOSE ACCOUNTS. He said that as long as they held 
a dealer’s account on their line they were willing to take 
their chances with the dealer on the trade that would 
come. His talk was “DON’T LET ANY OF YOUR 
ACCOUNTS GET AWAY FROM YOU TO THE 
OTHER FELLOW. As long as we have the accounts, 
if the business turns up, we will be there in the cool of 
the evening taking the business.” 
x * * * * 

Official public statements including those from Mr. 
Hoover, Mr. Lamont and Mr. Mellon, have been quite 
optimistic. Judging by their statements, we are liable 
to have a boom in business right away. 

These gentlemen, I am sure, do not expect their state- 
ments to be taken precisely that way. These gentlemen 
are trying a little salesmanship on the country. They 
are putting the best foot forward. 

* * * * * * 

Now let us take a few advance estimates for the first 
quarter—January, February and March. Carloading 
estimates are for the same number of cars as the last 
quarter of 1929. Automobiles are estimated to be down 
13.5 per cent, umber down 6.3 per cent, iron and steel 
down 4.6 per cent, agricultural implements up 7.3 per 
cent, the one significant increase. Washington gives 
considerable weight to these estimates because they are 
made by thousands of shippers for practical use, not for 
fancy business forecasting purposes. 





How about the stock market? There are a good many 
lame ducks that have not yet been taken in out of the 
wet. There are a good many optimists still in the hands 
of the bank. Banks and investment houses have port- 
folios in which they have a good assortment of things 
they would like to sell. All this is hanging over the 
market. There may be rallies from time to time, but we 
do not expect any bull market to start on the Stock Ex- 
change in the next three months. 

However, you must always remember that a good way 
to beat the market is to use your best judgment in figur- 
ing everything out, and then doing exactly the opposite. 
The market very seldom works just the way the mass of 
people expect it to. 

k * * * * 

One of my friends who has quite a line of stocks 
bought at high prices tells me he intends to sell out a 
whole line of stocks in the month of January, establish 
heavy losses and then, about the middle of February, buy 
back the same stocks or other stocks. His idea is to beat 


By SAUNDERS 
NORVELL 


his income tax. “Why should I pay Uncle 
Sam a heavy income tax when [ am almost 
busted ?” remarked this investor. 

This gentleman stated that with a heavy 
loss established by the first of March he 
can go his way rejoicing in the fact that 
he will not have to pay any income tax 
next year. There is a silver lining to every 
cloud. 

a a i 


Reports are coming in that mail order 
houses are carefully checking up the re- 
sults in their various branch houses. They 
are also checking up lines of goods they 
have sold. It is reported to us that a 
thorough house cleaning is under way. In certain cities 
retail stores are being closed and the stocks of goods 
shipped to other towns. It has been found that business 
in some towns is very much better than in others. Some 
locations that have been picked out have developed into 
duds. 

a * * “ * * 

It is also reported that the expense account of mail 
order houses is a very grave problem. The changed con- 
ditions of doing business have led to a large increase in 
the cost of doing business. Lines of goods are being 
gone over and prices are being adjusted. The price of 
the stock of one house recently dropped 20 points within 
one week. This drop was at a time when most of the 
stocks were recovering. What was the matter? We are 
wondering if some insiders were selling. 

* K * * * * 

Mr. Robert P. Lamont, Secretary of Commerce, has 
issued a very optimistic interview. He makes the fol- 
lowing statement : 

“American business reached higher levels in 1929 
than ever before. Retail trade attained peaks never 
before touched. The output of American manufac- 
turing industries broke all previous records. Mineral 
production showed a new high level. Freight car 
loadings rose 3 per cent. Manufacturing employ- 
ment and wage payments in 1929 were considerably 
greater than in 1928. Industrial and commercial 
failures decreased 7 per cent. Automobile produc- 
tion was by far the largest ever attained. Interest 
rates declined to the lowest levels in eighteen 

(Continued on page 66) 
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N hardware store merchandising, as in other kinds 

of retailing, just wishing for better business will 

not bring it. Still, where is the hardware store 
merchant who would not like one of the biggest weeks of 
the year along about Feb. 1? He is everywhere no 
doubt. 

And, while wishing or hoping alone will have little 
effect, thinking will bring results, especially thinking 
along the lines of what people are likely to want most 
early in February. 

Thinking—using the good old bean—is just as much 
a part of selling goods as unlocking the store in the 
morning, or closing it at night. And it is well to remem- 
ber that store thinking falls into different angles. Im- 
provements in all store activities—windows, counter dis- 
play, bookkeeping, buying and selling, salesmanship, and 
of course advertising—all need special kinds of thought, 
and at all times. The subject here is newspaper adver- 
tising and a few slants in new directions. 

First, it is worth while to think of advertising as one 
of the main means of building up some new business for 
the store in February. And, since a new year is opened, 
it is worth while to try and give the advertising as much 
new life as possible. For, believe it or not, every cus- 
tomer and prospective customer in your community not 
only reads advertising, but thinks about what is adver- 
tised. 

These are some of the reasons: Every one is interested 
in 

(1) New things to make housework easier—especially 
are women interested in this. 

(2) Every family is constantly in need of new items 
of repair around the house, a hundred and one little 
things that come up every day, but which are not bought 
the day the need arises. 

(3) Every thrifty house owner is always on the look- 
out to find the best for the money, or the most for the 
money in utility articles, such as every hardware stock 
is crowded with. 

(4) People are constantly moving out of one house 
into another, or from some other town into yours, and 
this brings up many new needs for household items and 
so on. 

(5) Every new season or change of season brings 
extra needs to home or house owners. 

And all these things are subjects for advertising, not 
only the items represented, but the needs they supply. 
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Why not try for Six Big Days 
Business in Early February ? 
Put Purchasing Ideas Into 

Customers’ Heads—Ad 


Comments 


by GUY HUBBART 


First Suggestion 


Why not begin February advertising as if it were < 
new thing for your store? Try to give the customer a 
new idea of your store, its service and goods. Do it 
with better headlines, better ideas, better layouts, better 
cuts, or better use of the cuts on hand. 

Do not compare your ads with those of some one else. 
Just start out and say “We are going to have interest- 
ing looking ads whenever we have any, whether once 
or twice a week, once a month, or whatever the schedule.” 


beh) 


Second Suggestion 


Advertise leaders, goods that are in big demand right 
now. For example: 

Paint and painting supplies for interiors of house- 
holds ; 

Incubators, 
raisers ; 

Laundry supplies and equipment; and 

Aluminumware, kitchen utensils, tin and crockery- 
ware. 

These are mentioned because they are old standbys for 
this time of year, natural sellers in general demand, and 
for that reason good lines to pick advertising leaders 
out of. 


brooders and accessories for chicken 


Third Suggestion 


Feature little thoughts of service in the new ads. 


Like, “We make a store prac- 
tice of not only making it 
easy to buy here, but we dc 
liver quickly and cheerfully.’ 
“Phone in if you want some- 
thing—we can pick out what 
you need and gladly,” etc. 
These are hints. There are 
other service stunts, but the 
idea is feature them in the ads, 
even if customers are familiar 
with them. They give the ad 
new interest and extra force. 
Fourth Suggestion 

Copy can easily be given a 
new slant and copy is really 
the voice of your store and 
ads. It makes the customer 
think and think in your direc- 
tion. Try a little light, even 
humorous vein. Remember 
the customer is human, and is 
open to humor even in a store 
advertisement. 

Just little touches like for 
instance : 

“If vour wife throws irons, 
look at our new electric. You 
can see them coming, They 
are colored in beautiful vivid 
shades.” 

“Hammers, small size for 
the wife—only hurt a little 
when they hit the thumb. She 
can learn to drive small nails, 
then larger ones. Other light 
tools.” 

“Traps that look homelike 
and friendly to wise old rats,’ 
and so on. People remember 
little quips and talk about 
them. And they ease up the 
dryness and monotony of the 
text: 

The idea is that while the 
store looks and is about as it 
was last vear, it helps to give 

(Continued on page 66) 
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Ammunition Manufacturers 
Organize Trade Association 


A development of keen interest to the 
trade became known in December, when 
it was learned that the leading ammunition 
manufacturers had decided, through joint 
effort and study, to remedy the existing 
unsettled conditions in the industry. 

One of the measures by which the am- 
munition manufacturers plan to effect 
stabilization is through the establishment 


of the Ammunition Manufacturers Asso- 
ciation, with headquarters at 14 Wall 
Street, New York City. The head of the 
association is William P. Jeffery. Mr. 


Jeffery has had previous experience in 
similar capacity with other associations, be- 
ing manager of the Hack Saw Manufac- 
turers Association and the recently formed 
Shot Gun Manufacturers Association, the 
latter of which covers the popular priced 
shot gun field. 

Certainty and uniformity as well as high 
standards of practice are essential to stabil- 
ity. The manufacturers hope, through the 
association, to effect substantial improve- 
ments in this field. A careful analysis has 
already been made with respect to these 
matters. Tentative rules covering fair 
practices, the elimination of the unsound 
and costly, the development of sound and 
uniform standard practices applicable to 
this industry have been prepared. These 
have already been submitted to the Fed- 
eral Trade Commission for adoption at 
a Trade Practice Conference. 

The manufacturers desire to give com- 
plete publicity to this move, as they appre- 
ciate a market structure fair to the dis- 
tributor is essential. The proposed rules 
have been printed and distributed to the 
trade. 

Rules as proposed are subject to the 
approval of the Federal Trade Commis- 
sion, and in addition it is possible that as 
a result of further study the manufac- 
turers will submit requests for modifica- 
tion and additions. 

The manufacturers believe that through 
a merchandising structure built on a sound 
basis, administered fairly and according 
to present day standards, much of the haz- 
ard and losses heretofore present in the 
manufacture, distribution and purchase of 
ammunition may be eliminated, and sub- 
stantial economy in distribution can be 
effected to the benefit of all concerned. 





Harold Carroll Will Represent 
the Fostoria Glass Company 


Harold Carroll, well known in the re- 
tail hardware trade of Chicago and the 
near Northwest has resigned his position 
as manager of the china, glassware and 
house furnishings department of the Fair 
Store, Oak Park, III., to join the field sales 
force of the Fostoria Glass Co., Mounds- 
ville, W. Va. 

He will work out of the Yostoria com- 
pany’s Chicago office, 159 North State 
Street. With the exception of his 15 
months of service in the Army during 
the World War, Mr. Carroll has been 
identified with the retail hardware trade 
ever since 1915. 








Four years ago he moved from his Min- 
nesota home to Oak Park, where he en- 
tered the employ of the Nicholas Hard- 
ware Co. When the Nicholas business 
was sold to the Fair Store, Mr. Carroll 


| joined the latter organization. 





Peck, Stow & Wilcox Company 
Elected New Officers on Jan. 3 


At a meeting of the board of directors 
of the Peck, Stow & Wilcox Company, 
Southington, Conn., on Jan. 3, Charles F. 
Treadway was elected vice-president of the 
company. Mr. Treadway will retain the 
office of treasurer, but will relinquish the 








GEORGE S. CASE 











office of secretary, and Otto J. Blank was 
elected secretary. The executive officers of 
the company are now as follows: G. S. 
Case, president; C. F. Treadway, vice- 
president and treasurer; F. L. Wilcox, 
vice-president; O. J. Blank, secretary and 
factory manager; A. G. Potter, comp- 
troller, and N. David Thompson, director 
of sales. 

Mr. Treadway will be the active head 
of the organization, while Mr. Case will 
remain as president, giving the company 
a portion of his time as before. 

Mr. Case stated to the directors that the 
organization is now working very smoothly 
and efficiently and that remarkable prog- 
ress has been made since the reorganiza- 
tion a year and a half ago. Operations 
for the last half of 1929 show a great im- 
provement over the results for the last 
half of 1928, but figures are not yet com- 
plete enough to compile definite statements 
for the period. 


A. Stein Has Established 
Manufacturers Agency 


Augustus Stein, formerly with the Stein 
Hardware Co., Passaic, N. J., has severed 
his connections with the firm and will rep- 
resent manufacturers of builders’ hardware, 
hardware specialties, mill supplies and 
tools. 

For the present, Mr. Stein will be lo- 
cated at 175 Passaic St., Passiac, 'N. J. 








Metropolitan Hardware Banquet 
Will Occur on Jan. 30 


Elaborate preparations are being made 
for the annual banquet of the Metropolitan 
Hardware Association, which will be held 
at the Hotel Commodore, New York City, 
at 7 p. m. on Thursday, Jan. 30. The 
Metropolitan Association is comprised of 
the hardware associations of Manhattan 
and Bronx, Brooklyn, Westchester County 
and northern New Jersey. All members 
of the individual associations represented 
have learned to look forward to the annual 
event with a great deal of anticipation, and 
the banquet this year promises to surpass 
those of the past in many particulars. 

Dr. John L. Davis, who won the unani- 
mous approval of the hardware manufac- 
turers and jobbers at their recent Atlantic 
City convention, will be the speaker of 
the evening. Dr. Davis enjoys a national 
reputation as a humorist, and his address is 
a treat in itself. In addition, a splendid 


| program of entertainment has been pro- 


cured for the occasion. The menu is, as 
always, a feast fit for royalty, so early 
indications point to a very pleasant eve- 
ning. 

Tickets are $6 each, and can be obtained 


| from any member of the committee, or 


H. A. Cornell, chairman, Dinner Com- 
mittee, 30 Montgomery Place, Brooklyn, 
No ®. 


Fruit-Ohl Co., Sharon, Pa., 
Celebrates 50th Anniversary 


In celebration of a half century of prog- 
ress and accomplishment, 50 members of 
the hardware firm of the Fruit-Ohl Com- 
pany, Sharon, Pa., and guests attended a 
dinner meeting at the Sharon Country Club 
on Dec. 28. 

James J. Davis, Secretary of Labor, 
was the guest of honor on the occasion. 
Secretary Davis was reared in Sharon, 
and in his youth was acquainted with the 
men who founded and developed the in- 
dustrial and business organizations of the 
city. In his address Secretary Davis re- 
lated some of his experiences as a boy in 
Sharon and praised the Fruit-Ohl Com- 
pany for the part it has played in the 
progress of the community. He recalled 
that he first thought seriously of politics 
from associating with men who made the 
Fruit-Ohl store their hangout. The Sec- 
retary at times assisted about the store 
when he was a lad. In commenting on 
this, he said: “I learned a lot about the 
politics of the State and nation while I 
sold the Sharon notables their daily news- 
papers.” He added: “The Fruit Ohl Com- 
pany lives today because it serves well. 
It will continue and prosper just as long 
as it continues giving service and keeping 
abreast of the times.” 

Mayor Frank Gilbert of Sharon, C. H. 
Person, president of the M. & M. Bank, 
F. C. Roberts, and Pliny Smith, all for- 
mer employees of the company, occupied 
places at the speakers’ table with Presi- 
dent Fred T. Fruit, son of James S. Fruit, 
the founder of the firm, who served as 
toastmaster, and Ralph R. Down, secre- 
tary-treasurer and general manager of the 
company. 
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Rubber Manufacturers Assn. 
Elected Officers for 1930 


At a meeting of the Rubber Manufac- 
turers Association held in the Hotel Com- 
modore, New York, the following were 
reelected to the board of directors for 
a term of three years: 

F. B. Davis, Jr., president, United States 
Rubber Co.; C. D. Garretson, president, 
Electric Hose & Rubber Co.; J. A. Lam- 
bert, vice president, treasurer and general 
manager, Acme Rubber Manufacturing 
Co.; William F. Pfeiffer, president, Miller 
Rubber Co.; Samuel Woolner, Jr., presi- 
dent, Kelly-Springfield Tire Co. 

The following were elected officers for 
1930: President, Samuel Woolner, Jr., 
president, Kelly-Springfield Tire Co.; first 
vice president, J. D. Tew, president, the 
B. F-. Goodrich Co.; second vice president, 
C. D. Garretson, president, Electric Hose 
& Rubber Co.; general manager, A. L. 
Viles; treasurer, W. O. Cutter, vice presi- 
dent, United States Rubber Co.; assistant 
treasurer, H. B. Delapierre, treasurer, 
Kelly-Springfield Tire Co.; secretary, 
A. D. Kunze; assistant secretaries, George 
Flint, R. H. Goebel, C. W. Halligan, Earl 
Langstroth and A. C. Grimley. 

P. W. Litchfield, president of the Good- 
year Tire & Rubber Co., who retired as 
president of the association in 1929, and 
F. A. Seiberling, president of the Seiber- 
ling Rubber Co., who retired as president 
of the association at this meeting, resigned 
from the board of directors, and C. A. 
Slusser, vice president of the Goodyear 
Tire & Rubber Co., and W. S. Wolfe, vice- 
president of the Seiberling Rubber Co., 
were elected to fill the unexpiréd terms of 
Mr. Litchfield and Mr. Seiberling, respec- 
tively. As ex-presidents of the association, 
both Mr. Litchfield and Mr. Seiberling re- 
main as ex-officio members of the board. 


Sheffield Bronze Powder Co. 
Makes Change in Sales Staff 


Leon W. Diamond, president of the 
Sheffield Bronze Powder & Stencil Co., 
Cleveland, Ohio, has announced the fol- 
lowing reassignment of sales representa- 
tives, simultaneously with several new ad- 
ditions to the sales staff: R. F. Trexler 
has been appointed New England repre- 
sentative, with headquarters in Boston, will 
represent the company in Massachusetts, 
Connecticut, Rhode Island, Maine, Vermont 
and New Hampshire. 

George J. Michaels, headquarters in New 
York, to cover New York City, Long 
Island, ‘New Jersey, Philadelphia; A Mal- 
koff, headquarters in Detroit, and covers 
the State of Michigan; G. Pitard, head- 
quarters in New Orleans, and covers the 
States of Louisiana, Mississippi and Ala- 
bama; Al. A. Hall, headquarters in Chi- 
cago, and covers the entire Mid West ter- 
ritory. 

Bert Herman, headquarters in Cleve- 
land, covers northern New York, Pennsyl- 
vania, Ohio, Indiana and Kentucky; W. N. 
Richards, Jr., headquarters in Seattle, and 
H. P. Rivitz, headquarters in San Fran- 
cisco, and covers the entire Coast; E. P. 
Douglas, headquarters in Johnson City, 





Tenn., and covers North and South Caro- 


lina, Tennessee, Georgia and Florida; J. J. | 


Twaddell headquarters in Dallas and cov- 
ers the entire States of Texas and Ar- 
kansas. 


Charles F. Nelson Now Secretary 
Oklahoma Association 
Charles F. Nelson, who for many years 
served as field secretary for the Michigan 
Retail Hardware Association, and who has 
always taken a prominent part in promot- 








CHARLES F. NELSON 











ing association activities, recently assumed 
the office of secretary of the Oklahoma 
Hardware and Implement Association. Mr. 
Nelson succeeds Charles E. Unger, former 
secretary, who has resigned. 


Sarnoff Is Named President 
Radio Corporation of America 


The directors of the Radio Corporation 
of America, at their first meeting of the 
year, accepted the resignation of Owen D. 
Young as chairman of the board and elect- 
ed Gen. James G. Harbord to succeed him 
in that office. 

At the same meeting David Sarnoff was 
elected president and an executive com- 
mittee was created with Mr. Young as its 
chairman. 

In 1919, when the Radio Corporation of 
America was formed, Mr. Sarnoff was 
taken over by the new organization. Later 
he became genera! manager of the com- 
pany, subsequently vice-president, and in 
January, 1929, he was elected executive 
vice-president of the Radio Corporation of 
America and named a member of its board 
of directors. On Jan. 3, 1930, he was 
elected president of the Radio Corporation 
of America. 


Milwaukee Stamping Co. Moves 
N. Y. Office to Larger Quarters 

The New York office of the Milwaukee 
Stamping Co., Milwaukee, Wis., 
3roadway, is moving to the sixth floor 


from the third floor of the same building. | 


Twice the floor space will be available in 
the new location. George H. Fisher is 
manager of the New York office. 


416 | 


| Metalware Manufacturers Adopt 
Code of Trade Ethics 


Following the example set by the Ameri- 
can Petroleum Institute, the Sugar Insti- 
tute, the Anthracite Institute, and institutes, 
trade conferences in scores of other indus- 
tries, members of the Metalware Institute, 
Inc., 342 Madison Avenue, New York City, 
said to comprise 80 per cent or more of 
the manufacturers of enamel ware cooking 
| utensils, galvanized ware, tinware and 
| stovepipe, elbows and drip pins in the 
United States and Canada, have recently 
adopted a Code of Ethics, setting forth in 
plain business man’s language certain in- 
terpretations of the Clayton Act and the 
Federal Trade Commission Act which are 
now obligatory and legally binding upon 
manufacturers in consequence of authori- 
| tative decisions of the Supreme Court of 
| the United States and other Federal courts 
and the Federal Trade Commission. 

A feature of the Metalware Institute, 
Inc.’s, plan is an Unfair Competition Bu- 
reau, under the charge of the institute’s 
legal counsel, which wi!l investigate all 
complaints charging unfair methods of 
competition on the part of anyone in the 





| 

| industry, whether a member or a_non- 
| member of the institute. 

| The Metalware Institute, Inc.’s, Unfair 


Competition Bureau will function accord- 
ing to similar enforcement bodies that 
have recently been set up in other indus- 
tries to investigate violations of codes of 
ethics and trade practice resolutions that 
have been adopted in those industries, and 
where the circumstances require it, Metal- 
Institute, Inc.’s, Unfair Competition 
Bureau will lay before the Federal Trade 
Commission or the Department of Justice 
instances of unfair competition, unlawful 
price discriminations, and other infractions 
of the Code of Ethics and of the Clayton 
Act and of the Federal Trade Commission 
Act on the part of anyone in the industry, 
whether a member or a non-member of 
the institute. 


ware 





Harry L. Monroe Dies—Vice- 
President General Electric 


Harry L. Momroe, commercial vice- 
president of the General Electric Co., with 
headquarters in Chicago, died Jan. 7 in 
Dallas, Tex., following a long illness, ac- 
cording to word received by the General 
Electric Co. of New York City. 

Mr. Monroe completed forty years ser- 
vice with the company in September, 1928, 
six months after his election to the vice- 
presidency. He was born in Parkersburg, 
W. Va., May 5, 1869. He entered the em- 
ploy of the company in 1888 with the 
Thomson-Houston Co. in Chicago. In 
February of 1890 he was transferred to 
the railway department and in 1894 was 
made a salesman, operating out of the 
Dallas office of the General Electric Co. 

He was made manager of the railway de- 
| partment of the central district in 1905 
| and eight years later was named district 
sales manager and later district manager 
of the central district, with offices in 
| Chicago. 
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Injuries Result in 


George W. Miller, Indiana Jobber 


George W. Miller, 69 years old, of Rich- 


mond, Ind., and president of the Miller | 


3rothers Hardware Co. of that city and 
a leader in civic affairs, died Dec. 27 at 
the Reid Memorial Hospital from injuries 
suffered in an automobile accident Nov. 4 
at Greenville, Ohio. 

Mr. Miller was born in Norwalk, Conn., 
on Jan. 4, 1860. When he was about five 
years of age the parents moved to Wayne 
County, Ind. In his youth he attended the 
Richmond public schools. His first posi- 
tion in business was with 
Shroyer Co., wholesalers of glassware and 
crockery. After he left this firm 


the Harvey, | 


Mr. | 


Miller started his career as an indepen- | 


dent hardware man as a clerk in the Irvin 
Reed & Son Hardware Co., where he was 
employed until 1880. In that year he 
formed the partnership of Pogue & Miller. 
In the years which followed he had sev- 
eral partners, and in 1908 Mr. Miller pur- 
chased the entire stock of the company. 
On Jan. 1, 1909, Fred and Jacob Miller, 
brothers of George W. Miller, purchased 
an interest in the firm. 


Since that time the company has grown, | 


until it now stands as one of the largest 
wholesale hardware companies serving the 
territory. Aside from his interest in this 
concern, Mr. Miller was vice-president of 
the Second National Bank and a member 
of the executive board of the Dickinson 
Trust Co. 
rated as being worth between three and 
four million dollars. 

Mr. Miller is survived by his widow, 
Anna; a daughter, Mrs. Edna Heiser of 
Chicago; a granddaughter, Mrs. Marion 
Heiser Baxter; two great grandchildren 
and two brothers, Fred and Jacob, and a 
sister, Mrs. Anna Chamness of Richmond. 





Pilot Radio & Tube Co. Buys 
Lawrence, Mass., Factory 


The Everett Mills property in Lawrence, 


At the time of his death he was | 


Mass., said to be one of the largest fac- | 


tories in the world, has been acquired by 
I. Goldberg, president of the Pilot Radio 
& Tube Corporation. Although the prop- 
erties originally cost several millions, it is 
understood that the deal involved about 
$300,000. 

Purchased in the name of the Lawrence 


Factories, Inc., of which Mr. Goldberg 1s | 


president, the properties will eventually be 
turned over to the Pilot Radio & Tube 
Corporation at the original acquisition cost. 

“Preparations are now being made to 
consolidate all of the Pilot plants and its 
subsidiaries at Lawrence,” states the an- 
nouncement. “The Detroit plant has al- 
ready been installed and our Poughkeepsie 
plant is now in the process of being moved. 
The consolidation of all plants under one 
roof will effect a considerable saving in 
overhead and should result in greatly in- 
creased profits. 

“The Pilot corporation has made appli- 
cation to the Federal Radio Commission 
for the removal of its experimental tele- 
vision station known as W2XCL from its 





Death of | expect to immediately proceed with the |L. E. Schroeder Will Represent 
production of television apparatus. A great | 


National Brass Company 


deal of Pilot’s airplane radio experimental | 


work will also be carried on at Lawrence, 
where a suitable aviation field has already 
been acquired. 


Oldest Leather Goods House in 
Kansas City Will Liquidate 


The Foster-Helmreich-Wagner Harness 


Co., known as the oldest leather goods | 


house in Kansas City, recently announced 
its closing out sale. The pioneer firm*has 
been forty years on Main Street and al- 
ways made high quality harnesses. In 
the heyday of the harness business as many 


as twelve teams of horses would be fitted 


with new harness. Fancy harnesses some- 
times brought as high as $800 a set. 
this day of automobile transportation the 
harness trade has been unable to merit the 
maintenance of a large harness shop, so 
the three partners will go into other pur- 


suits. John J. Foster, one of the partners, 


may take a trip around the world, he says. | 


A year ago Mr. Foster was in Egypt on 


a world tour and spent New Year’s there. 





National Automobile Show 
Was Outstanding Event 


The automobile world and allied indus- 
tries celebrated three decades of progress 
with the National Automobile Show, which 
was held under the auspices of the Na- 


tional Chamber of Commerce in Grand 
Central Palace, New York, for the six 
days from Jan. 6 to 11, inclusive. Forty- 


five car manufacturers were represented 
with exhibits of their latest models, and 
180 manufacturers of automobile acces- 
sories and shop equipment displayed their 
newest products. 

In external appearances the cars of 1930 
have beauty as their keynote. Some of the 
highly polished chassis revealed engines 
which are extremely pleasing, in both ap- 
pearance and operation. The greater com- 
fort and more rakish appearance which is 
obtained through hanging the, body lower 
has been taken into consideration by most 
car manufacturers. 

Accessories have been greatly improved, 
and many are radically new. The shapes 
and designs are both different and pleasing 
to the eye. One of the greatest factors in 
the improved appearance of accessories is 
the universal adoption of chromium plat- 
ing. The Shop Equipment Section was 
one of the show’s big features. The most 
modern repair equipment, as well as an 
extensive line of accessories which were 
shown created keen interest among garage 
men and accessory dealers alike. 

Alvan Macauley is president of the Na- 
tional Automobile Chamber of Commerce, 
under whose auspices the national shows 
are run annually in New York and Chi- 
cago. Alfred Reeves is general manager 
of the National Automobile Chamber of 
Commerce. The Show Committee consists 
of Charles D. Hastings, chairman; Alfred 
H. Swayne, A. R. Erskine and S. A. Miles, 
show manager. . 

Following the New York Show, the huge 
exhibition will be transplanted to Chicago, 
where it will open on Jan. 25, to run for 


3rooklyn plant to Lawrence, where we! a week. 


In | 


The National Brass Co., Grand Rapids, 
Mich., has announced that L. E. Schroeder 
| is now representing the firm in Wisconsin 
and in the northern peninsula of Michigan. 
For the past twelve years Mr. Schroeder 
| has represented the Safe Padlock & Hard- 
ware Co. of Lancaster, Pa., and the Cleve- 
land Lock Co. of Cleveland, Ohio. As he 
has covered the same territory in connec- 
| tion with his previous affiliations for a 
| number of years, he has a large number 
|of friends among hardware dealers in his 
| territory. 

Mr. Schroeder resides at 1416 Wisconsin 
Ave., Milwaukee, Wis., as the National 
| Brass Co. believes that the fact that they 
have a representative who makes his head- 
quarters in the largest city of the “Badger” 
State will be appreciated by the many hard- 
who are its customers. 


ware dealers 


Franklin Hardware Co., N. Y., 
Will Move to New Location 


| Removal notices have been sent to the 
| trade by the Franklin Hardware Co., job- 
bers of mill supplies and hardware, for- 
merly located at 37 Howard Street, New 
| York City. Effective Jan. 18, the new 
| address of the firm will be 50-52 Franklin 
Street, where additional space is provided 
for the expanded requirements of the firm. 

In addition to the convenient location of 
| the new quarters, in the heart of the hard- 
ware district, the interior is said to be 
admirably suited to the needs of the con- 
cern, which will facilitate improved ser- 
| vice and provide room for still further 
expansion of the lines and stock. The 
building was formerly owned and occupied 
| by the Reading Hardware Corporation. 














N. Y. Hardware Square Club 


Re-elects Officers for 1930 


The Hardware Square Club, No. 675, 
| of New York City, a Masonic organization 
| composed of members engaged in the 
| Metropolitan hardware industry, elected 
officers for the 1930 term at their regular 
| December meeting. 

All of the 1929 officers of the club were 
reelected for the current year, and are: 
President, Ralph H. Allen, Diamond Ex- 
pansion Bolt Co.; first vice-president, 
August H. Grafenstadt; second vice-presi- 
dent, Henry L. Van Hoyer; recording sec- 


retary, Albert Westphal; corresponding 
secretary, George Carstens; treasurer, 
Louis Pfeiffer; trustee, for three-year 


term, P. P. Frederick Pfeiffer. 

The meeting was well attended, and 
William Graham made a presentation ad- 
dress in presenting the president of the 
club, Ralph Allen, with a token of appre- 
ciation from the members. Regular meet- 
ings of the Hardware Square Club are 
held the third Tuesday of every month in 
the Masonic Temple, at 71 West Twenty- 
third Street, New York City. New quar- 
ters on the sixteenth floor of the Temple 
have been acquired for the meetings this 
| year, and twice as much room is provided. 
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“Dasco” Men See Good Year at 
Rockford Meeting 


Thirty-five members of the field force of 
the Damascus Steel Co., Rockford, IIL, 
attended a two-day sales convention in that 
city Jan. 8 and 9. Much well-based enthu- 
siasm over the present and future was ex- 
pressed at the meeting. 

“Our business is very good and 1930 
appears unusually promising,” 
dent R. W. Sheets. “We are operating 
under full schedule at all times to manu- 
facture our complete line of tools and cut- 
lery, which are sold throughout the United 
States and Canada.” 

Plans for an extensive advertising cam- 
paign were launched and discussed. Near- 
ly every section of the United States and 
Canada was represented by the salesmen, 
who are preparing for an active year in 
their territories. 

The Damascus company began business 
seven years ago and in 1928 moved into its 
complete modern plant. An inspection of 
the various manufacturing departments was 
made by the salesmen before the sessions 
began in the Faust Hotel. 

H. M. Hanson, secretary and treasurer, 
spoke on plans for cooperation throughout 
the “Dasco” organization. F. A. Lawler 
reviewed the metallurgical processes fol- 
lowed in the manufacture of the company’s 
products. M. M. Oberg, sales manager, 
explained the additions to the “Dasco” line 
for 1930. Other talks were made during 
the convention by the executives and sales- 
men, 

The meeting closed with a banquet at 
the Faust Hotel. This was addressed by 
Dalton M. Andrews of Harpware AcE, 
Mr. Andrews spoke on “Conditions in the 
Hardware Field.” “The prime requisite 
of the modern salesman,” he said, “is to 
help the merchant merchandise his goods.” 


John R. Amidon, Age 85, Dies— 
Was Hardware Clerk 65 Years 


John R. Amidon, a clerk in the hardware 
store of S. Allen’s Sons, Greenfield, Mass., 
died Sunday, Jan. 5, following an illness 
of three months. 

Few men in this country, at least, have 
established a record for store clerkship 
made by Mr. Amidon. Few have enjoyed 
a greater confidence and respect of em- 
ployer; and certainly few have been able 
to boast of his broad acquaintance. 

With the exception of about six months 
spent in the West, Mr. Amidon worked 
for the Greenfield firm all of his business 
life—a period of 65 years. During those 
65 years he toiled for the father as well 
as for the present store proprietors, and 
to no small degree contributed to the suc- 
cess of this long established firm’s busi- 
ness standing in New England. 

Unassuming, of pleasing personality, and 
ever endeavoring to satisfy a customer, it 
is easy to understand how in 65 years of 
service, Mr. Amidon grew to become a 
Greenfield institution just as the firm for 
which he worked. 

As a boy he worked on his father’s farm 


said Presi- | 


| death he was 85. 


| spoke briefly at the Buffalo plant. 


at Readsboro, Vt. and attended public | April Will Find Trade Normal, 


schools. Then for a short period he was 
a student at Powers Institute, Bernards- 
ton. In August, 1864, he entered the 


employ of the hardware firm, at that time | 


being not quite 20 years of age. At his 
A great character. 


Pratt & Lambert Employees 
Received Cash Bonus 
Employees of all offices and plants of 
Pratt & Lambert, Inc., were presented with 
cash bonuses Tuesday afternoon, Dec. 24. 
The amounts of the bonuses ranged from 


5 per cent to 10 per cent yearly earn- 
ings, depending upon length of service. 
The occasion is known as the annual 


Christmas get-together, established many 
years ago. 
A. D. Graves, president of the company, 


The 


| Bridgeburg employees were also present. 


| New York and Chicago. 


|Hardware Trade Is 


Miss Margaret Lyons and Charles L. 
Shoemaker each received a gold watch for 
twenty years of service with the company. 
Miss Mary E. Sander and Miss Loretta 
Schunk both received bar pins for ten years 
of service. Charles Denver, Rudolph J. 
Hora, George Schlicht, John H. Thieroff, 


| Julius 


Says Dr. Julius Klein 


A return to normal business conditions 
can be expected by the first of April, Dr. 
Klein, Assistant Secretary of the 
Department of Commerce, said Jan. 10 at 


!a sales convention of the Devoe & Ray- 


| nolds Paint Company in the Hotel Plaza, 


| New 


said 


Klein 
affected 


Dr. 
been 


York that 
while business had the 
Wall Street crash, the fundamental struc 
He warned 


City. 
by 


ture of the country was sound. 


| his audience not to be too optimistic about 


the recovery, and pointed out that the 
| “abnormal opulence’ which this country 
had been enjoying was not likely to be 


present again. 

“Broadly speaking, the prospects for this 
year are distinctly good,” Dr. Klein said, 
“and 1930 is going to be a good healthy 
year with the exception of the first three 
; are likely to be rather 


months, which 


| slow.” 


William H. Goodwin, and Alvin Wagner | 


each received specially designed gold cuff 
links for their ten years of service. 


Similar programs were carried on in 


At New York, | 


Miss Anna Colberg received a bar pin for | 


ten years of service, and at Chicago, James 
Bishop received specially designed gold 
cuff links. 

PEE TT 
Healthy— 
Prospects Appear Bright 
New York, Jan. 14.—The 
trade throughout the country continues to 
retain a healthy status, according to re- 


hardware 


ports received from leading market cen- 


ters. Current sales are maintaining ap- 


| proximately the same levels as are cus- 


| coming months has been predicted. 
conditions | 


tomary for the season. Spring lines are 
prominent on the orders being booked for 
future delivery. 

Conditions, for the most part, are 
vorable to the hardware industry at pres- 
ent, and a general improvement in the 
In the 


ta- 


South especially, agricultural 
have shown marked improvement, and this 
is in the orders received 
from agricultural sections. Contemplated 
building projects which have been planned 
for seasonable construction weather appear 


being reflected 


| more numerous than at this time a year 


| ago. 


Prices, in the main, are firm. A few re- 


| visions of minor character were the only 


fluctuations during the past week. 
The credit situation, while “spotty” in 
character, is considered satisfactory as a 


whole. 


some weeks ago, 





| too, fainted. 
| was unable to help before she become un 


| conscious. 


| for 


Dr. Klein predicted that hard times in 
the newer industries, particularly the radio 
and airplane, would continue. In both of 
these fields, he pointed out, there has been 
an admitted overproduction, and until the 
market has absorbed this, the results of 
this business would likely be dull. 


W. M. Ferguson and Family 
Are Recovering 

W. M. Ferguson, treasurer of the Town- 
ley Metal & Hardware Co., Kansas City, 
Mo., who, with his wife and daughter, 
was overcome by gas fumes in their home 
is rapidly regaining his 
strength and is able to resume his work 
Mrs. Ferguson’s recovery has been much 
slower. It to treat her 
with a blood transfusion. Miss Ferguson 


was necessary 
was the first to recover. 
The fumes came from the gas 
the flue of which had fallen from place 
the Miss Ferguson had 
arisen and fainted. Her attended 
her and went to the telephone where he, 
Mrs. Ferguson saw him, but 


furnace, 
night. 


during 
father 


Friends of the family are r 


joicing at their recovery 


The Kozelkas Go to Florida 
for Three Months’ Stay 


Sun-bathing and the other recreations 01 
Florida are to be enjoyed for three months 
by Frank J. Kozelka, proprietor of Kozel- 
ka’s Hardware, 3515 West 26th Street, Chi- 
cago, and Mrs. Kozelka, who left Jan. 15 


Miami. They plan to be back home 


| by April 15. 


the board of gov- 
Retail 


prospering 


is a member of re 
the 
Association. 

hardware business for twenty years, Mr. 


Mrs. put four 


He 
ernors Hardware 


the 


of Chicago 


Besides in 


and Kozelka have sons 


| through college. 
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The Nutmeggers Elected Officers 
at Regular Monthly Meeting 


The Nutmeggers convened in regular 
session on Wednesday, Jan. 8, at the 
City Club of Hartford, Conn., with Presi- 
dent J. T. McCulloch, of the Robeson- 
Rochester Co., presiding. A feature of the 








MARK A. MILLER 











meeting was the election of the following 
officers: President, Mark A. Miller, Yale 
& Towne Mfg. Co.; First Vice-President, 
Karl M. Martin, Minnesota Mining & Mfg. 
Co.; Second Vice-President, Harold F. 
Sullivan, A. G. Spalding & Bro.; Secretary- 
Treasurer, Edward C. Sullivan, L. L. Ens- 
worth & Son. 

William M. Kane, Patterson Sargent 
Co., was elected to the Board of Directors 
for a one-year term, while George Ellis, 
Hartford Belting Co., was elected to serve 
as a director for a two-year term. 

Directors chosen for three-year terms 
were: Benjamin K. Albrecht, Baeder, 
Adamson Co.; Charles F. Gallager, manu- 
facturers’ representative; E. D. Jameson, 
Eagle Picher Lead Co., and Elliott C. 
Paddock, Greenfield Tap & Die Co. 

The new officers will be installed in office 
at the next regular meeting of the Nut- 


meggers, which will be held a 2 p. m. on | 


Wednesday, Feb. 19, at the Hotel Bond, 
Hartford, Conn. 

Plans are completed for the annual Nut- 
megger-Connecticut Hardware Association 
banquet, which will occur on the closing 
night of the Connecticut Hardware Asso- 
ciation annual convention, Feb. 19, at the 
Hotel Bond, Hartford. The program of 
entertainment will comprise 17 acts. 


General Electric Co. Moves 
Philadelphia Offices 


The Atlantic district sales and service 
departments of the General Electric Co. at 
Philadelphia have been moved from the 
Witherspoon Building, which they had oc- 
cupied for 22 years. The sales and engi- 
neering departments now occupy the 17th, 
18th and 19th floors of the Mitten Build- 
ing, Broad and Locust Streets. The ser- 
vice departments, also formerly located in 
the Witherspoon Building, together with 
the warehousing units and the service shop, 
are now located in the General Electric 








Building at 429 North Seventh Street, for- 
merly occupied by the Switchgear factory 
and abandoned upon completion of the new 
factory buildings at 69th and Elmwood 
Avenue. The offices and wholesale and 
retail store of the General Electric Supply 
Corp., merchandise distributors, are also in 
the building at 429 North Seventh Street. 





Marvel W. Dallas Is Appointed 
Atkins Advertising Manager 


Succeeding the late Tom A. Carroll, 
whose untimely death occurred on Nov. 
18, 1929, Marvel W. Dallas has been 
appointed Advertising Manager by E. C. 








M. W. DALLAS 











Atkins & Co., Indianapolis, Ind., well- 
known manufacturers of saws, saw tools, 
machine knives and other allied products. 

Mr. Dallas has been connected with the 
E. C. Atkins Co., five and one-half years in 
the capacity of Assistant Advertising Man- 
ager. He is, therefore, well versed in the 
merchandising and advertising policies of 
Atkins and has had an excellent back- 
ground of training. 

Another decided asset in view of the 
responsibilities, Mr. Dallas naturally must 
assume, is that he is a comparatively young 
man. Before his business career began he 
had prepared himself for the Advertising 


profession, having specialized in such 
studies as advertising, journalism, mar- 


keting, etc. 

It might not be amiss to mention that 
Mr. Dallas is Scotch by descent, and proud 
of it. His hobby, if such it can be called, 
is collecting innumerable objects of Scotch 
origin, such as relics and tartans. He also 
enjoys playing the Highland bagpipes. 


Canadian Mail Order Depots and 
Branch Stores Close 


The Robert Simpson Co., Ltd., Toronto, 
a large department store and mail order 
house will close out their branch mail order 
depots and department stores in St. Cath- 
arines, Niagara Falls, Port Colborne, Wel- 
land, Galt, Kitchener and North Bay, 
Ontario. Some of these stores were opened 
only two or three months ago, the idea 
being to use them for developing mail order 
trade as well as to secure local business in 
the ordinary way. 








E. F. Gerish in Charge of 
Gulf Southwest Survey 


Edward F. Gerish is in charge of the 
survey of the Gulf Southwest wholesale 
and retail hardware industry, being con- 
ducted by the Domestic Commerce Divi- 
sion, Department of Commerce, referred to 








EDWARD F. GERISH 











in HarpWARE AGE, January 9th issue, in 
the Washington Letter, is well qualified for 
the work. He has had broad experience 
in other research work and assisted in the 
survey covered in the Commercial Struc- 
ture of New England study, just issued by 
the Bureau of Foreign and Domestic 
Commerce. Mr. Gerish is a graduate of 
the Harvard Business school, 1918, and 
after graduation became associated with 
Frazar & Co., New York importing and 
exporting house. From there Mr. Gerish 
went with the National Aniline & Chemical 
Co., New York, and next he was affiliated 
with the Boston Woven Hose and Rubber 
Co., Boston, after which he became asso- 
ciated with Lever Bros. Co., Cambridge, 
Mass., soap manufacturers. He took up 
his work with the Domestic Commerce 
Division in 1926. 


Joseph Dixon Crucible Co. Held 
Paint Sales Convention 

Closing a business year recording a 35 
per cent increase in business, a national 
convention was held by the Paint Sales 
Division of the Joseph Dixon Crucible Co. 
of Jersey City, N. J. during the third 
week of December, under the direction of 
Robert E. Mitchell, manager. 

In advance of presenting sales, adver- 
tising and promotion p'ans for 1930, Mr. 
Mitchell reviewed 1929 sales activity, 
stressing the new policies that went into 
effect March 15, reaffirming their correct- 
ness with various statistical sales and 
marketing data. 

It is worthy of note that the Dixon 
organization confidently regard 1930 as 
a year of opportunity in launching the most 
aggressive campaign in their history, di- 
rected to every class of paint user and 
purchaser, the field staff being augmented 
by a substantial addition of new salesmen. 
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Holt’s Jar Mayonnaise Mixer 


The special feature of Holt’s jar mayon- 
naise mixer is the rounded bottom which 
makes it possible to beat the yolks of two 
eggs for making mayonnaise dressing. An- 





other feature is the oil dripper, giving per- 
fect control of the oil. This device per- 
mits the oil to be applied drop by drop at 
first and later in a stream. 

The jar is made of white flint glass and 
the metal parts have been tinned. Made 
in pint and quart sizes. The Holt-Lyon 
Co., Inc., Saugerties, N. Y. 


Vitreous Enamel Stove Pipe 


Vitreous enamel stove pipe 
has recently been made avail- 
able in five different colors 
to match the finish of any 
stove or range. The new 
type of stove pipe is being 
manufactured by the Jackes- 
Evans Mfg. Co., 4400 North 
Union Blvd., St. Louis, Mo. 
J-E-namel stove pipe and fit- 
tings can be installed as 
readily as ordinary steel 
stove pipe, without cutting 
the enameled section. This 
is ingeniously accomplished 
by the use of an enameled 
sleeve, with a black inner 
joint, as the initial section. 

The black joint “A” is fitted to the col- 
lar and cut to size. Then the enameled 
section “C” covers the black section as 
well as the joint of the succeeding enamel 
section, where it joins the black section. 
The pipe and fittings are made from heavy 
gage Armco iron, finished in vitreous enamel 
in either walnut, mahogany, ivory, gray or 
white. According to the manufacturer, 
the pipe will last the life of either a coal 








or gas stove and is available in four 
sizes: 3 in., 4 in., 6 in. and 7 in. Descrip- 
tive matter will be gladly furnished to 
the trade. 


Improved Dutch Oven Cover 


The Griswold Mfg. Co., Erie, Pa., an- 
nounces that all-of its Dutch Ovens are 
now being furnished with a new self-bast- 
ing “clean easy,” anti-rust finish cover. 


This improvement has been made to elimi- | 
new | 


nate scouring and greasing. The 





finish applies only to the underside of the 
cover. 


The Griswold company states that 





the cover can now be washed like a china 
dish and is then ready for use. 





Combined Curtain Pin-Ring 


I. H. Simpson Hardware Co., 326 Am- 
sterdam Ave., New York, N. Y., is sell- 
ing by the dozen a new type combina- 
tion curtain pin and ring. This is made 





of brass and is easily attached or removed. 
This item eliminates the necessity of sew- 
ing a ring to a curtain. It is a small 
device and when attached, is practically in- 
visible. 


Stationary Bottle Opener 


While designed 
especially for hotel 
use, this stationary 
bottle opener will 
be found most use- 
ful in the home 
kitchen. It is made 
of brass, highly 
polished and nickel- 
plated. It can 
secured in a chrome 
finish. 

When fastened to 


opener can be used 


on crowned bottles, will pull corks, and | 
for a dish | 


the bottom hook can be used 


rag, towel, etc. 


Made by the Brown Mfg. Co., Newport 
B I 


News, Va., this stationary bottle opener | 
will be found most useful in the home 
kitchen. 


| is 
| trade. 
| Equipment Corp., Cedar Falls, Iowa. 


Portable Clothes Drier 
The new Clay Portable Clothes Drier 
attracting attention in the hardware 
It is manufactured by the Clay 


features which 
It is equipped 


This drier has several 
appeal to the home owner. 
with 135 feet of best grade Sea Island 
cotton line. When not in use the drier 
can be fo'ded up like an umbrella. The 
smallest yard may be utilized for 
drying clothes by the use of this drier. 
The manufacturer claims it will dry an 
entire washing evenly and spotlessly clean, 


spaces 


giving every piece an equal chance at the 
fresh air and sunlight. 








Bath and Kitchen Stools 


The New Britain Machine Co., New 
Britain, Conn., has announced Type B steel 
stools, made in two styles, one for bath- 
room use and one for the kitchen. The 
bath stool is 15 in. high, weighs 314 Ibs. 
and packed four to a carton. The 
kitchen stool stands 23'4 in. high, weighs 
5% Ibs. and is packed two to the carton. 


is 








These stools are of steel construction 
with inset seats of genuine cork. Both 
types are made in white, green, yellow, 
pink, and two shades of blue. 








be 


- a wall or door, the | 


These stools are equipped with rubber 
feet. The legs are spread and braced. 


A Kitchen Switch 

This kitchen switch has 
three outlets, that a 
percolator, toaster and 
waffle iron can be oper- 
ated from it at the same 
time. The switch is 
equipped with 4 ft. of 
three-conductor silk cord. 
Eagle Electric Mfg. Co., 
59 Hall St., Brooklyn, 
N. Y. : 


SO 








wn) 
bho 
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Business Is Good Considering Season — 
Cl N € N N AT 4 The Price Situation Remains Firm 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, Jan. 14.—Although district hardware jobbers are 
feeling the usual post-holiday slackening of demand, the current 
volume of business is reported to be very good for the first of Janu- 
ary. With the exception of builders’ hardware, all hardware lines 
are contributing a fair share to the present demand. Bad weather 
conditions and the tight money situation have retarded building in 
this area and accordingly, the demand for builders’ articles is slow. 

With the closing of books last month, the year’s total of business 
showed a marked increase over the preceding twelve months. In fact, 
except for a few days of sluggishness, the curve of business volume 
rose steadily throughout the year. 

Complaint is being heard among district hardware retailers about 
the condition of business. This. however, appears to be no true 
guide of the retail demand in this area, for all merchants are feel- 
ing the natural slump following the holiday rush. According to re- 
ports, local retailers of hardware are not suffering as much as those 
in other lines and that on the whole the condition is not alarming. 

Except for a slight change in the price of 6-in. stove pipe, the 
price situation remains firm. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CINCINNATI. 





AUTOMOBILE ACCESSORIES. | =. but this amount 4 refunded 
. | when the drum is returned. 
wae <y Medium — Everready Prestone.—1\% gal. cans, 
ih. “tak. dens 4 to case, broken cases, $3.80 a gal.; 
29x4.40 ts Seis $4 94 | full cases, $3.60 a gal.; 1 gal. cans, 
30x4. 50 |... |. 10,06 6.88 5 50 | 6 to a case, broken cases, $3.80 a gal.; 
a 3 + ete 11 8/93 6.96 full cases, $3.60 a gal.; % gal. cans, 
30x5,00 meen PT 3.49 ik | 12 to case, broken cases, $4.00 a gal.; 
391x525 | 1. 13/36 10.21 8°60 | full cases, $3.80 a gal. E 
22x6.00 "45042 11.93 10.36 _ Ivo.—In one gal. cans, $1.85 a gal.; 
338x600 11... 15.96 12°34 10.70 | in 2 gal. cans, 3% gal. cans, 30 gal. 
nh High Dreshure Corde z | and 50 gal. drums, $1.80 a gal. 
iL Oe ee a ee 
30x31 $5.20 4.15 FIRE SHOVELS. 
SO arr .98 7.3 » = 
eee *?? ree a4 a. No. 80, 50c.; No. 54, 70c.; No. 56, 
i=) ie 12.95 11.22 | 80c.; No. 56 galvanized, 85c.; Never- 
- Balloon Inner Tubes break, 16 in., $4.55. 
DEE” ken cocecsich cease $1.12 
DORE. she ocencaws aces +138 1.19 | ICE SKATES. 
5 1.49 1.30 | 
; 1.52 1.34 } Common, 86c. a pair; Nickel Plated, 
1.75 1.56 | $1.22 a pair; Hardened runner, $2.20 
2.05 1.82 | a pair; Ladies’, $1.20 a pair; Hockey, 
2-16 1.93 | $1.15 a pair. ‘ 
. High Pressure Tubes | 
Pre eee sla i 
30x3%, Regular ....... 1.04 $0.89 | MOPS. ; 
“Oversize ........ 1.12 eae | Betty Bright self-wringing mop No. 
NS SPAT BREE RO, Pie 1.38 1.19 10, $8 per doz.; Betty Bright self- 
POMS se bite a et 1.41 1.26 wringing mop head No. 20, $4 per 
EY entcatrais sine a eo ono 1.52 1.3 | OZ. 
BOLTS AND NUTS. | NAILS. 
ire nails, $2.85 per keg. 


Cut thread carriage and machine Common wir¢ 
| 


bolts, 60 per cent off list; rolled 
PYREX WARE. 


thread carriage and machine bolts, 
Round Casseroles. — No. 621, 60c. 


60 and 10 per cent off list; stove 
bolts, 20 per cent off list; square, 
: aa ae “y each; No. 622, $1 each; No. 623, $1.17 


hexagon and tap nuts, 60 per cent | 
off lint, » i catia | each: No. 624, $1.33 each. 
Square Casseroles.—No. 653, $1.17 
| 


each. 
BUILDERS’ HARDWARE. | _Oval Casseroles.—No. 632, $1 each; 
Sash Weights.—Sash weights, $2.00 | No. 633, $1.17 each; No. 634, $1.32 


per 100. each, : f 
Inside Sets. — Square bevel inside Page ee yee — ry 
sets in case lots, $4.50 per doz. 60c. each: No. 210, 67c ‘each: No 211. 
: Butts.—3% in. old copper and dull 7c. aath. Par ee eee ad i igttlathts 
vass butts, 15¢c. per pair in case crea . 7 
lots; sand blast, brass finished butts, ant ea Seen oe dy 
18c. per pair in case lots. Sic: cach: No. O34, "300 nach ciple iatcick 
sia 3 Square’ Pudding Dishes.—No. 053, 
DENATURED ALCOHOL AND ANTI- fc. each. 2 ‘ 
J long read or Loaf Pans.—No. 
FREEZE MIXTURES. | 213, 17c. each; No. 212, 60c. each; No. 
Denatured alcohol in from 1 to 4 14, $1 each. 
drum lots, 6lc. a gallon; in from 5 to 
9 drum lots, 60c. a gallon; in 10 drum > 
lots or over, 57c. a gallon; in gallon PAINT SUPPLIES. 
lots, 72c. a gallon; in cases of 10 gal- Ready mixed house paints, $2.75 
lon lots, 7lc. a gallon. per gal.; linseed oil, single barrels, 
Note.—There is a charge of $6 a $1.14 per gal.; turpentine, in 2 bar- 








rel lots, 63c. per gal.; white and red 
lead in 500 Ib. kegs, 14%c. per lb.; 
less 10 per cent. 


RADIO BATTERIES. 


a Price Net Price 
Each Each 
— In Unit 


Stock No Pkg. 
Super B bat., No. —. - 3 $2.97 
Super B bat., No. 22308 2.06 
B batteries, No. 10308. eat 2.63 
B batteries, No. 2308... 1.88 1.75 
B batteries, No. 5308... 1.88 1.75 
B batteries, No. 2158... 1.31 1.22 
B batteries, No. 2156... 1.31 1.22 
C batteries, No. -peteen 38 35 
A batteries, No. 6...... 35% 


40 
Note.—Nos. 51308, 5308, 2158 and 
2156 are in unit packages of 5; Nos. 
22308, 10308 and 2308 are in unit 
packages of 6; No. 2370 is in unit 
packages of 10; No. 6 is in unit pack- 
ages of 50. 


RADIO TUBES. 


MX199 general purpose tubes, $2 
each; MV199 several purpose tubes, 
$2 each; MX201A general purpose 
tubes, $1.25 each; MX201B general 
purpose tubes, $2.50 each; MX200A 
detector tubes, $3.50 each; MxX240 
high Mu tubes $2 each; MX112A 
power amplifiers, $2.25 each; MX171A 
power amplifiers, $2.25 each; MX280 
full wave rectifiers, $3 each; MX281 
half wave rectifiers, $7.25 each; 
MX226 amplifiers, $1.75 each; MY227, 
detectors, $2.50 each. 

These prices are subject to 50 per 
cent discount on Marathon tubes and 
40 per cent discount on Arcturus and 
Eveready Raytheon tubes. 


ROLLER SKATES. 


Nos. 4 and 5, $1.35 per uote; No. 6, 
$1.43 per pair; ‘No. 181, $2.65 per oa 
No. 183, $2.75 per pair; No. 185, $2.7 
per pair; No. 101, $1.32 per pair; _ si 
103 and 105, $1.37 per pair. 


SCREWS. 


Flat head bright screws, 50, 10 and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 off list; round 
head brass screws, 40 and 5 off list; 
— wire goods, 85, 20 and 5 off 
ist 


SLEDS. 


Fleetwing.—32 in., $11.20 a doz.; 
in., $14.00 a doz.; 40 in., $19.50 a Ry 
45 in., $21.20 a doz.; 51 in., $25.20 a 
doz.; all prices quoted are ‘net. 
: Flexible Flyers.—33% per cent off 
list. 


STOVE PIPE. 


Security Pipe.—28 gage blue, 6 
in., $14.20 per 100 joints; 28 gage 
polished, 6 in., $20.00 for 100 joints. 

Security Elbows.—28 gage blue, 6 
in., $1.50 a doz.; 28 gage polished, 
6 in., $2.30 a doz. 


VENTILATORS. 


Continental, Deflektair, metal cen- 
ter, No. 87, 8 x 37, $2.98 a doz.; No. 
11%, 11x 37, $4.25 a doz. 

_ Diamond E, No. 02, $4.80 a 2: 
N 2, $5.60 a doz.; No. 3, $6.40 
don. No. 4, $7.60 a’ doz. 


WEATHERSTRIP. 


Wood and Rubber.—No. 0, $16.40 
for 1000 ft.; No. 1, $16.40 for 1000 
ft.; No. 1%4, $18.30 for 1000 ft.; No. 
2, "$21. 00 for 1000 ft.; No. 7, $38.75 
for 1000 ft. 

Wood and Felt.—No. 71, $17.25 for 
1000 ft.; No. 7144, $24.25 for 1000 ft.; 
No. 75, $39.50 for 1000 ft. 

Nu —_— —In 500 ft. reels, $15.75 
for 1000 ft. 

Dust Seal.—In 500 ft. reels, $26.75 
for 1000 ft. 

Heat Seal.—In 500 ft. reels, $31.00 
for 1000 ft. 
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NEW YORK: 


NEW YORK, Jan. 14.—Conditions in the Metropolitan hardware 


market are about normal for this season of the year. 


Current or- 


ders are largely of the “fill-in” nature, but future orders continue 
to show considerable activity. The advance requirements of deal- 
ers, now being booked for spring delivery, including such items as 
garden tools, steel goods, lawn mowers, screen wire and kindred 
lines, seem to indicate that retailers are preparing for a good spring 


demand. 


The recent moderate weather resulted in an increased demand for 
house furnishings and cleaning supplies as housewives apparently 
made the best of the opportunity for a mid-winter house cleaning. 
Mops, polishes, dust cloths, floor wax, scrub brushes, interior paints, 
step ladders and similar articles moved in increased volume under 
the stimulus of favorable weather. Among the seasonable lines, bat- 
teries, garbage can, ash cans, electric lamps, stove goods, window 
ventilators, radiator air moisteners and door mats were prominent 


on incoming orders. 


Prices are fairly stable and few changes of consequence have been 
made within the past week. A reduction averaging about 10 per 


cent is effective on certain numbers of “Bassick’”’ casters. 


“West- 


clock” alarm clocks are now about 5 per cent lower in price. Re- 
visions on some particular items have been made by the Stanley 
Rule & Level Co., the Stanley Works and the Lufkin Rule Co. Some 
of the changes were upward while others were downward and in the 


main were of minor importance. 


Collections continue to retain a fairly satisfactory status. 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. NEW YORK. 


ANTI-FREEZE SOLUTION. 


Eveready Prestone, % gal. cans, 
.90; gal. cans, $3.60; 1% gal. cans, 
5.40 each. 


ASH SIFTERS. 
Rotary galvanized ash sifters, $2.00 
"In lots of 12 or more, $22.50 per 
dozen. 
BATTERIES, RADIO. 


No.. 764, $1.22, units of 5, $1.14; No. 
Poy $1. 05, units of 5, 97¢.; ; No. 768, 

1.32, units of 5, $1.14; No. 771, 35c., 
cues of 10, 326c.; No. 772, $2.06, 
ag of 5, = “ag a 770, $3. 00, units 
of 5, $2 .80; $3. 20, units of 5, 
$2. 97; No. “gs "$2, 8, units of 5, $2.06. 


BATTERIES, FLASHLIGHT. 

No. 935 or 950, unit cells, 6%c. 
each; No. 750, 790, 791 and 706, 13c. 
each; No. 703, 705 and 751, 19%c. 
each. 

BATTERIES, NO. 6, DRY. 

First Quality, 32%4c. each; Com- 

petitive Quality, 23c. each. 
BATTERIES, HOT-SHOT. 

No. 1662M, $2.51, units of 8 Pa 

No. 1461M, 51. 77, units of 12 $1.6 
BOLTS AND NUTS. 


Carriage bolts and lag screws, all 
sizes, 60 per cent off list. 
_— bolts, 75 and 10 per cent off 


‘iiachine bolts, all sizes, 60 per cent 
t¢) st. 
Step bolts, 50 per cent off list. 


BUTTS. 


Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 
— in case lots, 16 cents per pair; 
4 x 4, 25% cents per pair in less than 





case lots, and 23 cents per pair in 


case lots. 


FIREPLACE FIXTURES. 


Andirons, black finish, $2.50 to $6 
per pair; black-brass balls, $7.50 to 
$9.75 per pair; Flemish, $5.50 to 
$11.55 per pair; Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black-finish, $4.85 to $5 

per set; black-brass balls, $6.75; 
Flemish, $7.65 to $9 per set; Burnt 
antique, brass, $7.65 to $9 per set; 
Swedish, $7.75 per set. 

Grate baskets, black finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each; and Burnt 
antique, brass, $8.65 each. 


GLASS BAKING WARE. 


Casseroles.—Round or oval, 1 at., 
$1; 144 qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 
~~ Pans.—No. 212, 60c.; No. 214, 


Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


ICE SKATES. 


Union ice skates, hockey outfits, 
men’s No. 90, $5.25; No. 290, $6.00; 
tadies’, No. 90L, $5.25, and No. 290L, 

Racing outfits, men’s, No. 95, $5.25, 
and No. 925, $6.00; o—a* No. 95L, 
$5.25, and No. 295L, $6.00. 

Club outfits, men’s No. 212, $3.75, 
and ladies’, No. 213, $3.75. 

Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are net per pair. 
Men's shoe sizes in all cases are 





Conditions Are Normal for the Season— 


Few Recent Price Changes Were Made 


from 4 to 11, and ladies’ shoe sizes 
in all cases are 3 to 9. 


JUVENILE VEHICLES. 


Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, $6.90, and No. 843, 
$8.15 each; No. 850, $7.50; No. 851, 
$7.80; No. 852, $8.15; No. 853, $9.70. 

Sidewalk cycles, No. 900, $9.40; No. 
910, bo 65 each; No. 922, $17.50, and 


No. $17.50 each, 

Cineamic wagons, No. 750, $1.80 
each; No. 751, $2.25, and No. 761, 
$3.25 each. Doll carriages, No. 200, 


$1.60; No. 216, $3.35; No. 222, $3.90, 
and No. 232, $6. 50. Prices are each 
and net. 

Doll coaches, No. 262, $3.6 No. 


266, $6.25, and No. 270, $10.95. 
are each and net. 


LAMP CORD. 


Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga., 1/64 silk covered 
lamp cord, maroon, old gold, red 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a spool, 
$8.30 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 in. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown with 
marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $18.50. 


LINSEED OIL. 


Linseed oil, raw, per pound: Single 
barrels, 15c.; 5 barrels or more, 
14.7c.; carload lots, 14c.; tank cars, 
13.4c. Prices apply to the Metro- 
politan area and include truck de- 
livery of small lots to store door 
within prescribed limits. Tank car 
prices include delivery within a stip- 
ulated zone. Boiled linseed oil is 
quoted at 4c. per pound additional. 


NAILS. 


Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated; 
base price for New York City, Brook- 
lyn, Queens, Westchester and New 
Jersey is $3.35 per keg; in Nassau 
and Suffolk Counties, $3.50 per keg. 
Cut nails, less than 10 kegs, $3.90; 
over 10 kegs, $3.65 per keg. 


ROLLER SKATES. 


Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearings wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding 
bolt, 65c. per 100, and toe clamps, 
12c. per pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained bal 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1.33; and Nos. 103 and 105, $1.38 per 
pair. 


SASH CORD. 
Sash cord, Samson Spot, No. 7, 


61c.; No. 8, 60c.; Aetna, No. 7, 30c. 
per lb.; No. 8, 29c. per lb.; Phoenix, 


bri ices 
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No. 7, 43c. per lb.; No. 8, 42c. per Ib. | 50 ft. in a box, 12 boxes in carton, TOYS. 
Sachem, No. 8, 33c. per Ib.; No. 9, | 19 gage wire, 40c. per carton, and 18 
33c. per Ib. gage wire, 45c. per carton. Child’s garden sets with 18 in. han- 
Stove lifter, nickel plated, cold dles. Net, No. 1, 10c. each; No. 6, 
SCREWS. spiral loop handle, 12 in a box, 6\4c. 17c. each, and No. 9, 30c. each. 
. each net. Stove pokers, nickel plated, Arcade toy lawn mower, No. 564, 
Wood screws, flat head, _ bright cold spiral handle, 12 in a box, % x 55c. each; in lots of 12 or more, 50c. 
iron, 45 and 10; round head, blue, 40 18 in., 6%c. each; % x 24 in., lic. each. No. 565, 85c. each; in lots of 
and 10; round head, iron, nickel each. Never Break Poker, 19c. each. 12 or more, 75c. each. 
plated, 25 and 10; flat head, galvan- Furnace pokers, wrought iron, 3 ft., Bissell’'s toy carpet sweepers, Lit- 
ized, 17% and 10; flat head, brass, 66c.; 4 ft., 84c.; 5 ft., $1.00, and 6 ft., tle Helper, 16%c. each; Little Gem, 
37% and 10; round head, brass, 321% $1.16. 3114c. each; Little Jewel, 8314c. each: 
and 10. These discounts apply to Flue scrapers, black iron, 30 in. and Bissell Junior, $1.3314 each. 
new ee screw _ lists. — long, 12 in a bundle, 4c. each. 
package lots take an extra 5 per cent. Fiue shov ls, japanned, round han- 
Me gem Ray yon cna _ — dle, 3 in a bundle, § in. —— 5%C. ; TRAPS, GAME. 
aa, Orass, | ac ERE. Ie , 12 in. handle, 6c.; 15 in. handle, 9c.; . ae ahs 4 
Iron, 60-744 per cent discount. galvanized, one piece steels, round Not sibs Non te” 32% ye god 
handle, 3 in a bundle, 12 in. handle, ® eet ee” gc gly es tet 
LEDS pags Rags : Sais oencesioa , $3.70. Prices are net per dozen. 
SLEDS. 7¢e.; 14% in. handle, 1lc.; extra heayy, Victor jump traps, No. 0, $1.75; No. 
Flexible Flyers, No. 1, $2.50; No. 2, eager eB SF gg 1, $2.00: 1%, $3.05, and’ No. 2, 
$3.1634; No. 3, $4.00; No. 4, $4.3314; pa yaaa Se i Era ey Moi ices ay $4.80. PM sie are net per dozen. 
No. 5, $5.83%: Jr. Racer, $3.50, and 3 in a bundle, %c.; Never Break, 
Racer. $4.33%% peers a" —- e. 6 in a bundle, 38c. : 
Fire Fly, No. 9, $1.14; No. 10, Stove boards, 30 x 36 in., $1.43; 30 | WINDOW SCREENS. 
$1.36%4; No 11, $1.71; No. 12, $1.93% x 42 in., $1. 77: 28 x 28 in., S0c.; H4 x sees 
and racer, $1.98% i Sa te 24 in., 73c.; 26 x 26 in., 80c.; 28 x 28 Diamond ‘‘E” all metal fly screens, 
é Pinas UF goed $1.00 each in., 90c.; 30 x 30 in., $1.05; 32 x 32 dealer prices for 1930 season. 
Perfection adjustable a back. in., $1.25, and 35 x 35 in., $1.55. _No. 1, galvanized, $6 per dozen; 
No. 10, $1.06 each ‘ No. 3, $8 per dozen; No. 4, $9.20 per 
yee aiitt : TUBES Gomen: _ 6, od Per. Py oc } ae a; 
~ 7g ES AND J 4 per dozen; No. 8, per dozen; 
STOVE GOODS. TIR nod reralien a a a No. iil. er $10 per dozen: No. 
Stove pipe, black iron, 28 gage, 12 Manse Ires, 4 ply, balloon type, , bronze, 2 per dozen; No. 
lengths ina’ bundle, 4-in., 1c. 4%2 | 29. x 4.40, $7.40; tubes, $1.50; re | $13.20 per dozen; No. 16, $14 per 
in., 131%4c.; 5 in., 15¢c.; 5% in., 1614c.; | 4.50, $8.25; tubes, $1.60; 29 x 4.7 dozen; No. 17, $16 per dozen; No. 18, 
an ein. Sih Ss ‘ | $9.55; tubes, $1.70; 29 x 5.00, $9. 90; | $16 per dozen. 
Stove pipe elbows, black iron, 28 tubes, $1.75; 30 x 5.00, $10.20; tubes, 
gage, 12 in a bundle, 4 in., 15c.; 4% $1.80; 31 x 5.00, $10.65; tubes, $1.85; | on ~ 
in., 151%c.; 5 in., 16c.; 5% in., 17c.; 32 x 5.00, $11.75; tubes, $1.90; 28° x | WIRE CLOTH. 
3 “ea dla ll aalcaas F 5.25, $11.10; tubes, $1.85; 30 x 5.25, | 
“Pipe dampers, cast iron, wood han - $11.90; tubes, $2.00; 31 x 5.25, $12.35; | First Quality, Black, 12 mesh, $1.85; 
die 4 in.. 9%c: 4% in., 10c 5 in. tubes, $2.05; 20 x 5.50, $12.65; tubes, First Quality, Galvanized, 14 mesh, 
10c.: 5% in. lic.; 6 in., 11%c.; 7 in., $2.25. $2.25; Competitive Quality, Galvan- 
16%c., and 8 in., 26%c.. ; Same, 6 ply, 31 x 5.25, $14.70; tubes, | ized, 14 mesh, $2.15; First Quality, 
Flue stops, tin rim, lacquered, di- $2.05; 30 x 5.50, $16.05; tubes, $2.35; Bronze, 14 mesh, $5.80; Competitive 
ameter 8-3/16 in., 12. in a box, 6c. 30 x 6.00, $16.15; tubes, $2.25; 31 x Quality, Bronze, 14 mesh, $5.75; First 
Stove pipe rings, tin lacquered, 12 6.00, $16.65; tubes, $2.30; 32 x_ 6.00, | Quality, Copper, 14 mesh, | $5.45; 
in a package, 4 in., 3%c.; 4% in., $16.96; tubes, $2.40; 33 x 6.00, $17.55; | Competitive Quality, Copper, $5.40. 
3%ec.; 5 in. 31%c.; 5% in., 4 1/6c.; tubes, $2.55. | Prices are quoted for 100 sq. ft., 
6 in., =" 7/12e.: and 7 in.. Be. Tire display racks, $10.00 each. | f.o.b, dealer’s store. March Ist dat- 
Stove pipe wire, plain iron wire, Prices in all instances are each. | ing is allowed. 
Current Hardware Trade Is Rather Quiet— 
$ Some Midwinter Lines Are Showing Activity 
(Chicago office of HARDWARE AGE) duty, 32 x 4, $11.50; Mansfield double 
- : service, 29 x 4.50, $13.25; 32 x 6.50, 
CuicaGo, Jan. 14.—Still under the effect of the close of the holi- | $57.60. Tubes, 30 x 31%. Mansfield, 
days and annual inventory, current hardware trade is quiet, except _—- on: ay Sone 
% > » ; > | 2ach; ¢ r 3%, L y, .05 e : 
on a few midwinter lines. However, some signs of spring trade 20 x 4.40, Liberty, $1.29 each; 32 x 
° . 5 ne 6.50, $2.7 ; 
have begun to develop. Interest in paint is picking up and the | %%?. 52.10 a anaes ae 
movement in this line will soon be under full headway. The active | 12% per cent on tubes. 
" ‘ ° . | Anti-Freeze Solutions. — Prestone, 
items include chain, axes, sledges and wedges, coal hods, handles, ice | 3's) per gal., in less than full case 
skates, basketball and indoor baseball supplies, crosscut saws, skis | lots; in full case lots, $3.60 per gal. 
and toboggans. AXES, HANDLED. 
The wire cloth situation is rather demoralized, as price conces- First quality handled axes, 3 to 4 
5 > ° ° Ib. base, single-bit, $18.75 per doz.; 
sions are a frequent occurrence and the wire cloth trade is said to sh MK ter den Bacene 


quality, 3 to 4 Ib. base, single-bit, 
$15.60 per doz. 


be without profit to the wholesaler. Feeling prevails, however, that 
this situation will be relieved when shipping activity increases. 
Poultry netting futures are fairly brisk and the outlook in this | BICYCLES. 





= . : . . . Double Bar Motor - Bike Model, 
line is excellent. Chain continues active, although less so than it ats: thdee seanel, Meee: eins 
was following the recent snowfall in this district; jobbing stocks of | and boys’ juvenile model, $22.60. 
chain have been refilled, but, it is said, another winter storm would | BOLTS AND NUTS. 
tax the wholesale supply. Indoor athletic goods are moving well. iisiien. ici adie. laieh Wilaiats. 
Makers of skis and toboggans have not yet caught up with the de- 60 per cent discount; small carriage 
bolts cut thread, 60 per cent dis- 
mand. H count; small carriage bolts, rolled 


| thread, 60-10 per cent discount; 


PRICES QUOTED HEREWITH ARE JOBBERY’ QUOTATIONS TO | large machine bolts, to thread, 60 


per cent discount; small machine 


~ ~ _ 
RETAILERS, F.O.B. CHICAGO. bolts, cut thread, €0 per cent dis- 
. Nonskid naan count; small machine bolts, rolled 
AUTOMOBILE ACCESSORIES. Pn orgen ite a thread, 60-10 per cent discount; all 
sd DP 72 sc : ~ 1 » 5 ise . 
Spark Plugs.—Splitdorf for Fords, Jacks.—National Standard, No. 21, stove bolts, 75-10 per cent discount: 
50c. each; regular 58c. each; Cham- $1.30 each. lag screws, 60 per cent discount. _All 
pion X, 45c. each; Champion Blue- Pumps. — Rose 1% in., cylinder, discounts are from “full case’’ lists. 
Box line, 53c. each; ~ ae 53c. ——* $1.85 each. | 
lots of 100, 50c. A. C. Special Ford, Tires and Tubes.—Mansfield tires, JIL ’ 
36c. each. | 30 x 3%, Liberty cord, $4.85; Mans- BUILDERS’ HARDWARE. 
Spot Lights.—Appleton, No. 3280, field heavy duty oversize, $6.50; Lib- 81%, x 3% steel butts, old copper or 


$6.50 each. erty, 32 x 4, $9.50; Mansfield heavy dull brass finish, $2.16 per doz. pair 
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in case lots; less than case lots, $2.34 
per doz. pair; 4 x 4 steel butts, old 
copper or dull brass finish, $3.00 per 
doz. pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steel, 
bevel, inside sets, $6.00 per doz., sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 
per set. Cylinder front door sets, 
$6.00 per set. 


CARPET SWEEPERS.— 

Bissel’s Standard, $36.00 per doz.; 
Universal, japanned, $42.00 per doz.; 
Universal, nickeled, $46.00 per doz.; 
Grand Rapids, japanned and colors, 
$44.00 per doz.; Grand Rapids, nick- 
eled, $48.00 per doz.; American 
Queen, $54.00 per doz.; Parlor Queen, 
$56.00 per doz. 


CHAIN. 
%-in. proof coil chain, $11.00 cwt., 
base; trade-marked coil chains, $40-10 
per cent off list. 


COAL HODS. 

Galvanized, 16 in., open, $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz.; 
Japanned, open, 16 in., $2.95 doz. 
17 in., $3.25 doz.; 18 in., $3.65 doz. 
Galvanized, funnel, 17 in., $5.35 doz. 
18 in., $5.80 doz.; Japanned, funnel, 
17 in., $4.10 doz. 


COPPER RIVETS AND BURRS. 
Copper rivets and burrs, 30-10 per 
cent off list. 


ELECTRICAL GOODS AND RADIO 


EQUIPMENT. 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 100 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 r.3 
in 1000 ft. lots, $10.50; %-in. brush 
brass key sockets, 13c. each; lots of 
25, 12%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 20c. 
each; two-piece attachment plugs, 5c. 
each; dry cells, boxes of 55, 324%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D779 E., $1.40 each; in case lots of 5 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
<<. $2.06 each, 

dio Tubes.—UX-201A, 75c.; UX- 
199 “SL. 20; WX-227, $1.50; UG,171A, 
3}: 135; UX-250, ae 60 each; UX-245, 
2.10 each; U me 224, $2.40 each. 


FILES.— 


Nicholson files, 50 per cent dis- 
count; New American, 60-10 per cent; 
Black Diamond, 50 per cent; Disston, 
50 per cent. 


GLASS AND PUTTY.— 


Window glass, ‘‘A’”’ quality, 85 per 
cent discount from standard list; 
“B” quality, 87 per cent offi; extra 








10 per cent in 10-box lots. Strictly 
pure putty, 100-lb. kits, $3.95 per 
ewt.; commercial putty, 100-lb. kits, 
$3.15 per cwt. 


HANDLES, HICKORY. 

No. 1, hickory ax handles, $4.00 per 
doz. ; No. 2, $3.00 per doz.; finest 
selection second-growth white hick- 
ory handles, $6.50 per doz.; special 
white second-growth hickory, $5.00 
per doz.; No. 1 hatchet and hammer 
handles, 90c. per doz.; second-growth 
hickory hatchet and hammer handles, 
$1.75 per doz. 


ICE SKATES. 

Union hardware skates, No. 1624, 
75c. per pair; No. 524%, $1.15 per 
pair; No. 624, $1.00 per pair. Chil- 
dren’s extension bob skates, 35c. per 
pair; Nesto Johnson Flyer skates, 
$5.25 per pair. 


INDOOR ATHLETIC SUPPLIES. 

Official indoor league baseballs, 14- 
in., $16.00 per doz.; 12-in., $14.00 per 
doz.; Kork Kore official, 12-in., $12.00 
per doz. Playground balls, cowhide 
covers, 12-in., $6.75 per doz. Indoor 
bats, 33-in., ash, $6.00 per doz.; cork- 
grip, $10.80 per doz. 


NAILS, WIRE AND STAPLES. 
L.c.l. quantities, common wire and 
cement coated nails, $2.95 base, car 
loads on application; steel cut nails, 


No. 9 black annealed wire, $3.30 
per cwt.; No. 9 galvanized, plain 
wire, $3.75 per cwt. catchweight 
spools, galvanized cattle or hog wire, 
$3.85 per cwt.; polished fence staples, 
$3.65 per cwt. 


PAINTS AND OILS. 

Linseed Oil, Raw. — Barrel lots, 
$1.25 per gal.; 5 barrel lots, $1.22 
per gal. 

Linseeed Oil, Boiled.—Barrel lots, 
$1.28 per gal.; 5 barrel lots, $1.25 
per gal. 

Denatured Alcohol. — Barrel lots, 
68c. per gal.; steel drums, extra, 

$10; returnable. 

Turpentine. — Drum lots, 65c. per 
gal., net. 

White Lead.—100 lb. kegs, $14.25 
per cwt.; 50 lb. kegs, $14.50 per 
cwt.; 25 lb. kegs, $14.50 per cwt.; 
exyA Ib. ‘kenz, $14.75 per ewt. 

Shellac (4 Ib. cuts).—White, $2.48 
per gal. in barrel lots; orange, $2.08 
per gal. in barrel lots; second grade 
a a $2.17; second grade orange, 
English Venetian Red.—In barrels, 
54c. per lb.; in 100-lb. lots, 6%c. 
per lb. 
en Paste.—Barrel lots, 


POULTRY NETTING. 
Poultry netting, galvanized before, 
3% per cent off list; galvanized 
after, 60 per cent off. 


PYREX WARE. 

Round casseroles, 1 qt., $12 per 
doz.; 1% qt., $14 per doz.; 2 qt., $16 
per doz.; Oval casseroles, same 
prices as round; 8-in. pie plates, $6 


Tc. per 








VERY man who wears the mantle of leadership, 

whether it be in business, on the battlefield, or on _ ties. 
the football gridiron, carries a dual responsibility. The 
The second is to so lead, that the human 
clay which he is molding and guiding, will reach its 
highest possibilities under his leadership. 
as true of a head clerk or a branch manager or an athletic 


first is to win. 


coach as it is of a president. 


In the stress and struggle of daily living we empha- 
size, of course, the first of these responsibilities. 
second may mean far more for every man concerned 


than even the first. 


Our natural tendency also is to stress the rewards 


LEADERSHIP 


This is just 
the crown. 


and he will reply: 
tions are directed to that end.” 
shrink in despair from leadership if he could see in ad- 
vance the real price it demands of those who would wear 


| per doz.; 9-in. pie plates, $7.20 per 
, no large utility dishes, $14 per 
0Z. 


ROLLER SKATES. 

Union line, No. 3, 76c. per pair; 
Nos. 4 and 5, $1.35 per pair; No. 6, 
$1.45 per pair. 

Chicago line, No. 101, $1.30 per 
pair; Nos. 103 and 105, $1.40 per 
pair; No. 181, $2.65 per pair; Nos. 
183 and 185, .75 per pair. Win- 
chester line, 3 3831 (boys’), $1.35 
per pair; No. 3838 (girls’), $1.45 per 
pair. 


| ROPE. 

Best manila rope, 2lc. per lb., base; 
No. 2 manila, 19c. per lb., base; No. 
2 sisal, 14c. per lb., base. 


SAWS. 

PO ee cord wood, 20-in., $1.90 to 

2.50; 22-in., $2.25 to $3.00; 24-in., 
3 60 to $3. 50; 26-in., $3.00 to $4.00: 
28-in., $3.50 to $4.50; 30-in., $4.00 to 
$5.00. 

Crosscut, 5 ft., narrow, champion 
tooth, $1.55 each; 5% ft. wide, cham- 
pion tooth, $2.10 each; 5% ft. wide, 
lance tooth, $4.35 each; 4 ft., one- 
man, champion tooth, $2.45 each. 


SCREWS. 
Flat bright screws, 45 per cent off; 
round head, blued, 40 per cent; flat 








head, brass, 371% per cent; round 
head, brass, 32% per cent. Larger 
orders, 10 per cent less. 

| SKIS. 

| 5 ft., edge grain pine, 60c. per pair; 
5 < 90c.; 6-ft., $1.30; -ft., 1.70; 

| 


6-ft., mahogany finish m: .znolia, $1.50 
> Or 


per pair; es $1.90; 6-ft., ash, $2.35 
per pair, 7-ft., $3.30 


SLEDGES AND WEDGES. 
8-Ib. striking or _ blacksmiths’ 
sledges, $1.05 each; 5 Ib. common 
wood choppers’ wedge, 36c. each. 


| 
| 
| 
| 
| 
| SOLDER AND BABBITT METAL. 
Warranted 50-50 solder, $29.00 per 
ewt.; medium, 45-55 solder, $28.00 
tinners’ 40-60 solder, $27.00 
| per cwt.; high speed babbitt metal, 
$20.00 per cwt.; Standard No. 4 bab- 
bitt metal, $12.00 per cwt. 


per cwt.; 






| STEEL SHEETS, FLAT OR CORRU- 
| GATED. 

Galvanized sheets, 24-gage, $4.90 
per cwt.; 24-gage black sheets, $4.05 
per cwt. 

| TOBOGGANS. 

| 6-ft. toboggans, $4.25; 8-ft., $5.70. 

| WIRE ‘CLOTH. 

| Black, 12-mesh, $1.60; galvanized, 
14-mesh, $2.00; galvanized, 16-mesh, 
$2.30. 

WRENCHES. 


cent off list; engimeers’ wrenches, 50- 
10-5 per cent off; knife-handed 


| 

| 

| 

| 

| Agricultural wrenches, 60-10-5 per 
40-10-5 per cent off. 


wrenches, 


Yet many a man wou 


which come with leadership and to forget its responsibili- 
Ask the average man if he 
“Certainly—all my aims and ambi- 


aspires to be a leader 


ld 


It 1s well incidentally to remember also, that the sound- 


Yet the 


est of all leadership is the kind which will not ask of its 
followers a single deed or act which it is itself unwilling 
to perform or better still, incapable of performing. Per- 


haps in the whole morality of business there ts little need 


of any other rule—The Shaft. 











56 HARDWARE AGE for JANUARY 16, 1930 





TWIN CITIE 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., Jan. 14.—While many of the retailers are 
still busy with their inventories, wholesale salesmen are back on 
their routes and are sending in a fair amount of present and future 
orders. Some lines for spring are being offered by the jobbers for 
future delivery. 

New prices have not yet been issued in this section for the new 
year. This will doubtless be taken care of in the next week, and 
any revisions in prices or items will be shown as soon as possible. 

Prospects for the new year seem to continue to show an optimistic 
character in nearly all of the territory tributary to the Twin Cities. 
In last week’s reports some of the gains made in agricultural prod- 
ucts for Minnesota were cited. According to Secretary of Agricul- 
ture Frank D. Kriebs, in South Dakota, the increase in agricultural 
income in that State over the previous year amounted to $50,000,000. 
With the largest railroad building program of any State in the 
Union under way for last year and this year and with colonization 
departments in full swing, there is a steady increase in the number 
of farms in the State. 

In North Dakota the farm products fell behind those of the pre- 
vious year. However, this State is working toward a greater diver- 
sification program for the new year and poultry and dairy industries 
are growing rapidly. 

Muskrat trapping season opened in North Dakota on Dec. 15, 
the first for a number of years, and the catch will run into thou- 
sands of dollars. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. MINNEAPOLIS OR ST. PAUL. 


GALVANIZED WARE. 


AXES. 
Single bit, base weight, unhan- Standard Pare pails, 10-qt., 
dled axes, $15 to $16.50; double bit, $2.70; 12-qt., 14-qt. * te 70; stock 
oy 00 to $21.50; single bit, handled, pails, 16- ~qt., $4. 70; ei ane og a 
$19.25; double bit, handled, $24.25; oN tubs, No. 1, $13 2, 
doz. net. 8.00; No $9.35; heavy, ne 
a3. 20; No. 2, "$14. 40;' No. ry $15.60 ee 
BOLTS. pea ; 


Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BALE TIES. 
Single loop, 9% x 14, $1.51, 9% x 15, 
$1.36; 914 x 14, $1.53 per bundle. 


BRADS. 
Wire brads, in 25-lb. box, at 75 per 
cent from lists. 


BUILDING PAPER. 


Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 
— 
g chain, sepeest, %, x 14, $17.75; 
5/8 = 14, $16.75; % $15. 00; log 
chain, self colored, %- : 14, $16. 25; 
5/16 x 14, $15.25; % x 14, _ 50; proof 
coil chain, y% in., $14.00; % in., $11.25; 
% in., $10.50; % in., $10. 25 cwt., net. 
COAL HODS. 
Coal hods, japanned, open, 17-in., 
$3.25; 18-in., $3.85; funnel, 17-in., 
$4.30: 18-in., $4.90; ‘galvanized, open, 
17-in., $4.70; 18-in., $5.10; funnel, 
17-in., $5.80; 18-in., $6.30 doz., net. 


FILES. 
First, quality files, 50 per cent, and 
jobbers’ brands, 60-10 per cent from 
ist 





GLASS AND PUTTY. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb steel drums, $5.35 cwt., net. 


NAILS. 
Standard wire, 
coated wire nails, 
keg base. 


REGISTERS. 
Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


PYREX OVENWARE. 

No. 623, casseroles, $1.00; No. 643, 
casseroles, $1.17; No. 645 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie -“ 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, gh ; No. 
24 tea pots, $2.00; No. 26 tea pots, 
$2.33; No. 953 percolator tops, 7c. 
each net. 


SANDPAPER. 

Best grade sandpaper, No. 1, 98c. 
per 5 of 75 sheets; second grade, 
No. 78c. per box of "75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 
Sash cord, best grade, 65c. lb. base: 
second grade, 38c. lb.; third grade, 
27c. Ib. base, net, and cast iron sash 
weights, $1.95 cwt., net. 


nails and cement 
$3.00 per 100-lb. 





Prospects for the Year Appear Bright 


—Some Price Revisions Are Expected 


SCREWS. 


Wood screws, flat head bright, 50 
per cent; flat head japannel, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 32% per cent from lists. 


SKATES. 


Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nickel plated, 
$5.75; Union, No. 590 and 590L, $5.25; 
No. 595 and 595L, $5.25; No. 550, $6.00 
pair, net. 

No. 5, Union roller skates, $1.45; 
No. 6, $1.65; No. 4, $1.45; No. 130, 
$1.80; No. 130L, $2.00. 

Winchester Boys’ No. W1B, $1.30; 
Girls’, No. W1G, $1.40. 

Chieftain, $1.45 per pair, net. 


SNOW SHOVELS. 


Snow shovels, steel blade, straight 
handle, $4.15; D handle, $4.65; gal- 
vanized steel blade, D handle, 15% x 
17-in., $10.00; same, 16 x 21-in., $10.65 
doz., net. 


SOLDER. 


Warranted half and half solder 
28%c. lb.; and strictly half and half 
solder, 29%c. Ib., in 100-Ib. boxes, net. 


STEEL SHEETS. 


Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 
es sheets, 24-ga. (base), $6.45 cwt., 
net. 


STEEL TRAPS. 


Victor steel traps, No. 0, $1.10; No. 
1, $1.38; No. 1%, $2.44; No. 2, “— 
Oneida jump traps, No. 0, $1. 49; 

1, $1.83; No. 1%, $2.81 doz., net. 


TIN. 


Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 Ib., coating, IC, $14.75 box, net. 


STOVE PIPE, ELBOWS 
DAMPERS. 


Crystallized stove boards, 2: 
$16.65; 30 x 30, $19.35; 36 x 36 $57.08 
doz., net. 

Stove pipe, uniform blued, 28-ga., 
knocked down, 6-in., $12.00 per 100 
lengths, elbows, 6-in., common iron, 
corrugated, $1.35; adjustable, char- 
coal iron, $2.00; dampers, cast iron, 
wood handle, 6-in., $1.15; wire han- 
dle, $1.15 doz., net. 


WINDOW VENTILATORS. 


Window ventilators, Continental, 
No. 837, $2.80; No. 1137, $3.45; No. 
1145, $4.40; No. 1437, $5.00; De-Flekt- 
Air, No. 63, $2.50; No. 87, $3.00; No. 
88, $4.70; No. 117, $4.35; Diamond E, 
No. 01B, $3.60; No. 01, $4.40; No. 2, 
$4.80; No. 03, $5.60; No. 1B, $4.40; 

1, $5.20; No. 2, $5.60; No. 3, $6.40; 
No. 3L, $7.20; No. 4, $7.60; No. 5, 
$8.40 doz., net. Wiirldbest, No. 2, 
$1.75; No. 3, $2.00; No. 4, $2.50; No. 
5A, $3.00; No. 6A, $4.00; No. 6B, 
$5.50; No. 6C, $5.00 each list, with 
dealers’ discount of 33% per cent. 

Galvanized barbed cattle wire, $2.97 
per 80-rod spool; galvanized barbed 
hog wire, $3.18 per 80-rod spool; No. 
9 (base), smooth, galvanized wire, 
$3.45 ewt., and No. 9, smooth, black 
wire, $3.00. 





AND 
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(Boston office of HARDWARE AGE) 


BOSTON, Jan. 14.—With the first month of 1930 practically ended 
it can be authoritatively stated that New England retail buying so 
far this year is running ahead of 1929. It is a little early to secure 
a true slant on the retail carryover of merchandise on Jan. 1, but 
if current buying is any indication retail stocks are by no means 
burdensome. To be sure jobbing houses so far have largely con- 
fined selling policies to job lot goods, but that policy existed 
a year ago. It is a fact, however, that the average retailer is evinc- 
ing more interest in futures, such as garden tools, lawn accessories, 
screens and doors, fencing, in addition to standard lines of mer- 
chandise that sell throughout the year. 

Actual figures are not yet available, but jobbers are reasonably 
certain that business during the last half of 1929 showed a sufficient 
gain to offset the setback during the early part of the year, so that 
the net results will be somewhat better than in 1928. Jobbers have 
reduced wire nails 10c. a keg, have made a slight modification in 
prices for some styles of clocks, and for the low-priced hedge shears. 
Manila rope has declined 1c. a pound, and cello glass is a little 
cheaper than heretofore. Some moderate reductions have been 
made in the cost of roofing papers, while building papers and 
shingles in general are a shade more costly. Collections are quite 
satisfactory, according to jobbers. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. BOSTON. 





AUTOMOBILE ACCESSORIES. CASTERS. 
Tires.—Competitive, clincher, extra Truck.—No. 437, 77c. a set net; 
No. 637, 97c.; No. 837, $1.43; No. 937, 


heavy, straight - 30 x 31%, $5.60 


each, list; 31 x 4, $9.40; 32 x 4, 
= Discount 12% and 10 per 
cent. 


Tires.—Mansfield line heavy duty 
cord, clincher, 30 x 3%, $7.25 each, 
list; straight side, 30 x 314, $9.85; 31 
x £, : x 4, $12.80; 32 x 4, 
$13.45; 32 x 4%, $17.30; 33 x 4%, 
$18; 34 x 4%, $18.60; 33 x 5, $23.50. 
Discount 12% and 10 per cent. 

Tires.—Mansfield line, truck, 8-ply 
cord, 32 x 4%, $23.70 each, list; 33 x 
4%, $24.55; 30 x 5, $28.40; 34 x 5, 
$33.70; 35 x 5, $34.50; 10-ply, 32 x 6, 
$47.15; 36 x 6, $51.80; 38 x 7, $72.60; 
12-ply, 36 x 8, $94.85; 40 x 8, $101.80. 
Discount 30 per cent. 

Tires.—Mansfield line, balloon, 4.40- 


19, .$7.80 each, list; 4.50-20, $8.85; 
5.00-19, $11; 5.25-18, $12.35; 5.25-20, 
$13.25; 5.50-19, $14.10; heavy duty, 
6-ply, 4.40-21, $11.50; 5.25-21, $16.35; 
5.50-20, $17.85; 6.50-19, $22.30; 7.30- 
20, aoa Discount 12% and 10 per 
cent. 

Tires. — Mansfield line, balloon, 
double service, 4.50-21, $17.45 each, 
list, 5.25-21, $25.45; 6.50-18, $33.75; 
6.50-20, $34.50; 6.50-21, $36.15. Dis- 


count 30 and 10 per cent. 

Tire Chains.—30 x 3%, $4.50 a pair, 
list; 31 x 4, $5.50; 82 x 4, $5.50; 33 x 
4, $5.75; 32 x 4%, $6.25; 33 x 41%, 
$6.50; 34 x 4%, $6.75; 33 x 5, $7.50; 
34 x 5, $7.50; 35 x 5, $8. Balloon, 27 
x 4.40, $4.50; 29 x 4.40, $5; 31 x 
4.40, $5.50; 28 x 4.75, $5.25; 29 x 4.75, 


$5.50; 30 x 4.75, $6; 29 x 4.95, $5.50; 
30 x 4.95, $6; 31 x 4.95, $6.25; 32 x 
4.95, $6.25; 33 x 4.95, $6.50; 34 x 


4.95, $6.75; 28 x 5.25, $6.75; 29 x 5.25, 
$6.75; 30 x 5.25, $6.75; 31 x _ 5.25, 
$7. One to nine pair; discount 30 per 
cent; 10 to 49 pair in one shipment, 
35 per cent discount; 50 pair in one 
shipment, 40 per cent discount. 


BUILDERS’ HARDWARE. 

Inside Door Sets. — Competitive 
lines, $4.75 a doz. net; in lots of 
five dozen of one finish, $4.50 a doz.; 
regular lines from $5.75 to $19 a doz. 
net. Front door sets, regular lines 
from $1.25 to $5 each net. Vestibule, 
regular lines from $1.10 to $4.50 each 
net. 





$2.10; No. 1037, $2.53. 

Furniture.—No. DFD, $1.17 a _ set 
net; No. FFD, $1.47; No. BAB, 57c.; 
No. DRB, 73c.; No. FRB, 97c.; No. 
BFB, 97c.; No. FAG, 80c.; No. 5032- 
28, 17c.; No. 505-28, 20c.; No. 507-28, 
24c.; No. 353, 30c.; No. 453, 32c.; No. 
354, 24c.; No. 454, 25c. 


CELLO GLASS. 
Cello Glass.—In 100 ft. rolls and 
in 50 ft. rolls, all lengths and widths, 


10%c. a sq. ft. net. 
CLOCKS. 
Electric.—Colonial, model A, $8.70 
each net; Gothic, model B, $17.70; 


wall model, $13.50. 

Westclox Line.—Big Ben, $2.29 each 
net; luminous, $2.98; Ben De Luxe, 
plain, green, blue and old rose, $2.46; 
assortment of blue, green and old 
rose, $7.38, luminous, green, blue and 
old rose, $3.16; Baby Ben, $2.29; 
luminous, $2.98; Baby Ben De Luxe, 
plain, green, blue and old rose, $2.46; 
assortment of blue, green and old 
rose, $7.38; luminous, green, blue and 
old rose, $3.16; Sleepmeter, $1.40; lu- 
minous, $2.10; America, plain, green, 
blue and red, $1.05, luminous, $1.58; 
Ben Hur, with base, plain, red, green 
and blue, $1.76, assortment of colors, 
$5.28, luminous, $2.46. 

Waterbury Line. — Thrift, in case 
lots of 50, 72c. each clock; Trusty, 
silver alarm, 75c.; New Haven, $2.10; 
Tel Tale square, $1.35; Boston, $2.75; 
competitive, 70c. Tom Tom, in case 
lots of 24, $2.10 each clock. 


FLASHLIGHTS AND BATTERIES. 


Flashlights. — No. 2602, 62c. each 
net; No. 2604, 49c.; No. 2612, 94c.; 
No. 2616, 84c.; No. 2619, $1.10; No. 
2660, 68c.; No. 2671, 84c.; No. 2672, 


$1.43; No. 2674, $1.75; No. 2694, $2.60; 
No. 2695, $2.28; No. 2697, $1.17; No. 
2642, $2.08; No. 2644, $2.40; No. 2645, 
$2.92; No. 6993, $1.17. 
Flashlights.—Colored, No. 2602, old 
rose, green blue, 62c. each net; No. 





Business Shows Gain Over Year Ago— 
Some Price Reductions Are Effective 


2605, blue, red, green and black, 62c.; 
No. 2671, red, green and blue, 84c. 

Assortments.—No. 1, $3.85 per as- 

= net; No. 6, $4.82; No. 71, 
5.04. 

Units.—No. 94, $2.93 each net; No. 
16, $5.05. 

Pen Light.—Assortment No. 2, 12 
pens in assortment, $6.36 per assort- 
ment net. 

Batteries. — Eveready, unit 
No. 935, 6%4c. each net; No. 


cells, 


19%c. e ‘ i 
No. 750, 13c.; No. 751, 19%4c. 


GARAGE HARDWARE. 
Standard Makes.—Door sets, in less 
than case lots, $2.45 per set net; in 
case lots, $2.15. Holders, in less than 


case lots, $1.85 a pair net; in case 
lots, $1.65. 
HUMIDIFIERS. 
Airstat.—In green, gold and alu- 
minum, 7 x 18 in., $3 each net; 7 
x 30 in. $4.33; 9 x 24 in., $4.33; 
9 x 36 in., $5.33. 
NAILS. 
Nails—Wire, from store, $3.10 per 


keg base; from mill, in_car lots, $2.35 
per keg base, f.o.b. Pittsburgh; in 
less than car lots, $2.60. Cement 
coated nails, in car lots, $2.75 per 
keg base, f.o.b. Pittsburgh; in less 
than car lots, $3. Cut nails, from 
store, $4.25 per keg base; galvanized 
cut nails, from stock, 8d, and smaller, 
$6.25 per 100 lb. base; larger sizes, 
$6.85. Mill shipments, 8d, and smaller, 
$5.75 base; larger sizes, $6.35. Hard- 


ened steel floor, direct shipments, 
$7.60 f.o.b. Wareham, Mass.; from 
store, $8.10. Western cut nails, di- 


rect shipments in less than car lots, 
$3.50. Tremont cut nails, direct 
shipments, $3.95 per keg, f.o.b. Ware- 
ham. 


ROOFING MATERIALS. 

Roofing Paper. — Rolled, smooth 
surface, heavy, 55 Ibs., $1.71 a roll 
net, extra heavy, 65 Ibs., $1.93; Apex, 
medium, $1.27; Battle Axe, light, 88c.; 
medium, $1.08; heavy, $1.28. Mineral 
surface, $1.76 and $1.91. — 


Building Paper.—Sheathing, 
star, No. 25, $1.07 a roll net; Con- 
tinental, No. 35, $1.93; No. 18, 97c. 


Red rosin, 20-lb. rolls, $57 a ton. 

Shingles.—Hexagon, three-tab, fac- 
tory shipments, one to 11 cars, 20 per 
cent off list; 12 to 19 cars, 20 and 9 
per cent; 20 to 49 cars, 20 and 11 per 
cent. : 

Roof Coating.—No tar-in., black, 
one-gal. containers, $1.25 each list; 
five-gal. containers, $1.10 per gal.; 25- 
gal. containersy 80c. per_gal.; 50-gal. 
containers, 75c. per gal. Red, one-gal. 
containers, $2 each list; five-gal. con- 
tainers, $1.85 per gal. Discount, 40 
per cent. 


ROPE. 

Manila.—American, four coils, 3/16 
in., 2814c. a lb. net; 4% and 5/16 in., 
2714c.; % in., 264%4c.; 15 thread, 24%c. 
In half coils, 18 thread and % in., 

; 9 


2414¢.; in., 231%4c.; %, %, 1 and 
1% in., 22%c. ie ’ 
Manila. — Competitive lines, four 


coils, % and 5/16 in., 19%c. a Ib. net; 
3% in., 18%c. In half coils, % in., 
18%c.; % in., 17%c.; % in., 

Sisal.—Full coils, %4 and & 
20%ec. a lb. net; % in., 19%. In 
half coils, % in., 18%4c.; reels, six 
thread, 20%c. 


SASH CORD. 
Samson spot, No. 8, 9 and 10, 64c. 
per lb. net; No. 7, 65c.; Phoenix, No. 
8, 48c., No. 7, 44c., No. 6, 46c.; com- 
petitive, No. 8, 32c., No. 7, 38c. 


SHEARS. 


Grass.—Standard makes, No. 150, 
$2 a doz. net; No. 1360, $4; No. 9R, 


$5.50; No. 0267E, $6.50; No. 106, $10; 
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No. 1105, $11.75; No. 400, $12. Good- 
win, No. 10, $13.65. Doo-Klip, short 
a $10.80, long handle, $18. Hylo, 


Sheep.—Standard makes, No. 057E, 
5% in., $8.25 a doz. net; No. 055E, 
514 in., $7.75. 

Pruning. —Standard makes, No. 06, 
$4 a doz. net; No. 10, $5; No. 23, $6: 


No. 30, $7 50; No 8, $7.50; No. 25 
8 in., $8; o. 102, $8; No , S15; 
No. 240, $18; No. 290, $22. Doo- 
Klip, $10. 80. French wheel, 8 in., 
$20; 9 in., $23. 


Prun ning. —Long handled, No. 5404, 
9 in., $10.80 a doz. net; No. 2506, 20 
in., $14; No. 5403, 22 in., $24; No. 
5402, 24 in., $27. Standard tree, No. 
12, $19.50 a doz. nets No. 14, $21.50. 
Telephone, No. 1, $13 

Hedge.—No. 60, 6 in., 68c. a pair 
net; No. 80, 8 in., $1. 10; No. 300, 6 
in., 75c.; No. 301, 9 in., $1.25; No. 


ATLANT 


ATLANTA, GA., Jan. 14.—Local jobbers report that 1930 is open- 
ing up with very good business and they are now shipping orders 
that were booked for early spring delivery. 
rope, backbands, trace chains, manure forks, rakes, shovels and 
farming implements of all kinds are moving rapidly. Atlanta and 
the Southeast are enterng 1930 with optimism high and the new 


100, € in., $1.20; No. 100, 7 in., 
$1. 853 No. 100, 9 in., $1.60; No. 101, 
9 in., $1.75; No. 46, 6 in., $6 a pair. 


SLEDS. 
Sleds. — Speedway, No. 99, $10.80 
per doz. net; No. $12; No. 150, 


$14.40; No. Fong $18; No. 250, $20.40; 
No. 300, $25.20. Flexible Fliers, No. 
1, $2.50 each net; No. 2, ra o. 3, 


$4; No. 4, $4.34; 

Racer, Jr., 50. 
Framed sleds, No. 52, $11.40; No. 54, 
$17.40; Clipper, No. 3, $10.80; No. 4, 
$14.40; No. 6, $18. Baby sleighs, No. 
0, $10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 





TACKS. 


| Blued.—American, cut, in ‘%-lb. 


papers, 3 to 8 oz., $3 per gross pa- 


eo Copper, in %-lb. papers, No. 
$1. ." tug doz. ae: No. 3, $1; No. 
$1; 6, $1; No. 9, 98c.; No. No 


rs 

98c. rele, “42, 98c. In 1-ib. papers, N 

3, 62c.; No. 6, 60c.; No. 10, 58c.; No. 
14, 55e. 


WASH BOARDS. 


Colonial Kid, $2.50 a doz. net; 
Colonial Kid, Jr., $3.50; Highland, 
4.25; Puritan, $5.10; Tory, $3.20; 


$ . 
Bunker Hill, $6; Plymouth, $6.35. 


WASH BOILERS. 


Copper.—No. 148, $45.60 per doz. 
net; No. 149, $42.90; No. 8, $40.20; No. 
Tin, No. 81X, $23 per doz. 
net; No. 1%, - 4.50; No. 81XX, $30; 





Active Trade Marks Opening of Year— 
: Jobbers Report That Collections Are Fair 


(Atlanta office of HARDWARE AGE) 


year seems to shine with great progress ahead for this section. 


Agriculture and industry are on the threshold of the most pros- 
perous year in their history. Many new industries are being brought 
into the South and better still, are being created here, thus not only 
increasing our material wealth, but also furnishing employment for 
The success of our tobacco, cotton, apple, peanut and 
other crops this year has enabled farmers to provide for better 


thousands. 


equipment with which to enter the new year. 
Jobbers report collections as being fair at this time. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. ATLANTA. 


ALUMINUM WARE. 

1 pint dippers with blackwood han- 
dles, $1.50 per doz.; 1 pint dippers, 
with aluminum handles, $2.00 per 
doz.; Cake turners, 60c. per doz.; 
Syrup pitchers, $4.50 per doz.; 5 qt. 
tea kettles, $9.00 per doz.; 6% qt. tea 


kettles, $11.00 per doz.; 2 qt. double 
boilers, $6.00 per doz.; 4 qt. convex 
kettles, $6.00 per doz.; 6 qt. convex 
kettles, $7.50 per doz.; 8 qt. convex 
kettles, $8.50 per doz.; 10 qt. convex 
kettles, $10.50 per doz.; 2 qt. convex 
sauce pans, $3.50 per doz.; 3 qt., $4.50; 

qt., $6.00; 4 qt., water pitchers, 
$6.50 per doz.; 10 qt. dish pans, $7.00 
per doz.; 14 qt. dish pans, $9.00 per 
doz. 


AIR RIFLES. 

No. 20 Daisy, $7.20 per doz.: No. 
12, $12.00 per doz.; No. 11, $16.00 per 
doz.; No. 3, $24.00 per doz.: No. 25, 
$40.00 per doz.; No. 30, $20.00 per doz 

Little Daisy pop guns, $3.20 per 
doz.; No. 14 pop guns, $6.00 per doz. 

Air Rifle Shot.—2%-oz. lead shot, 
$3.50 per 100 tubes; 4-oz., $4.50 per 
100 tubes: 2%-o0z. steel shot, $3.00 per 
100 tubes. 


AXES. 
Single bit, base weight, 
$14.65 to $16.00 per dozen. 
$19.65 to $20.50 per dozen. 


unhandled, 
Double bit, 
Single bit 


with No. 1 handle, $18.90 per dozen 
Double bit with No. 1 handles, $23.90 
per dozen. 


BACK BANDS. 

No. 79, Shop hook, back band 5 in., 
$3.50 per doz.: No. 122 Shop hook 
back band 5 in., $3.50 per doz.; No. 
R19 back band with boss hook, $3.00 


| per doz.; No. B5 back band less 
| hooks, $1.75 per doz.; Humane back 
band, $4.50 per doz.; No. 24 Humane 
back band, $6.00 per doz. 

| Back Band Webbing.—No. 0, 4 in., 
$5.25 per 100 ft.; No. 0, 5 in., $6.50 per 
100 ft.; No. 1, 4 in., $3.50 per 100 ft.; 
No. 1, 5 in., $4.25 per 100 ft. 


| BALE TIES. 

9 ft., 161%4 gage, $0.93 per bundle; 9 
ft., 16 gage, $1.05 per bundle.; 9% ft., 
154%, gage, $1.20 per bundle; 9% ft., 
14% gage, $1.45 per bundle. 


BOLTS AND NUTS. 


Cut thread carriage and 
bolts, 60 per cent off; rolled thread, 
60-10 per cent off; lag screws, 60 per 
cent off; hot and cold pressed nuts, 
50-10 per cent off; stove bolts, 75 per 


machine 


cent off. 

| CLOCKS. 

Big Ben, plain, $2.29 each: De 
Luxe, plain, $2.64 each; De Luxe, 


luminous, $3.52 each; Ben Hur, plain, 
$1.76 each; Ben Hur, luminous, $2.46 
each; American, $1.05 each; Monitor, 
75c. each. 
All above in colors at same price. 
Pocket Ben plain watches $1.05 


each. 
Pocket Ben luminous watches, $1.58 
each. 


| COTTON COLLARS. 


Per Doz. 

Tankford cComars. ... sos. .csiiss $10.00 

| Lankford Jr. Comlare,.....ccesees 8.50 
ae oe 13.00 
Pee SUNS EEE Kk snxosoncasacns 6.50 


Items such as cotton 


COTTON ROPE. 


Prices 26c. to 32c. per pound. 


ENGLISH POTS. 


BEL. Wauwcnwnsaccer sash esweeu ae $2.20 

| Oe eee crore 2.80 

DE, Q6ikathcaendascsusescneses ™ 3.50 

er TT ree rer ee 4.10 

SES Make oo sho neue ess sas soa sae 5.00 

tr ee a ere ee 
FILES. 


Simonds files, list, less 50 per cent. 
Black Diamond, list, less 50 per cent. 
Great Western, list, less 60 per cent. 
Royal, list, less 70 per cent. 


FIRE POKERS. 
No. 10, % x 20, 85c. per doz.; No. 
10, 3% x 26, $2.00 per doz. 


FORKS. 


4 tine manure forks 
5 tine manure forks 
6 tine manure forks 
10 tine seed forks ...... 
ES Sine MO BOND 5.0.00 s 000 605.0% 


FURNACE SCOOPS. 
D handle, competitive grade, $6.00 
per doz. Good grade, $8.00 to $12.00 
per doz. 


Per Doz. 








| 
| GALVANIZED BARB WIRE. 

2 point heavy cattie, $2.50 per 80 
rod roll; 4 point heavy cattle, $3.30 
per 80 rod roll; 4 point heavy ‘cattle, 
$3.50 per 80 rod roll. 


GALVANIZED WARE. 

No. A tubs, $4.00 per doz.; No. 0, 
$5.20 per doz.; No. 2, $7.20 per doz.; 
No. 3, $8.40 per doz. 

8 quart galvanized pails, $1.98 per 
doz.; 10 quart, $2.24 per doz.; 12 
quart, $2.46 per doz.; 14 quart, $2.76 
per doz.; 16 quart, $3.34 per doz. 

10 quart galvanized fire pails, 
round bottom, stenciled, $4.50; 12 qt., 
$4.75 per doz. 


5 gal. garbage cans, $6.35; 7 gal., 
$8.75; 10 gal., $9.25 per doz. 
HAMES. 


No. 61 Lone Star, $12.50 per doz.; 
No. 161 Lone Star, $10.00 per doz.; 
No. 31 Lone Star, $18.75 per doz.; 
No. 63 Lone Star, $14.00 per doz. 


HANDLES. 

No. 1 D spade shovel and scoop 
with steel D4, $4.00 doz.; No. 1 D cot- 
ton seed fork with steel D cape strap 
and ferrule, $6.50 doz.; No. 1 D spad- 
ing fork handle with steel D cap 
strap and ferru'es, $6.00 doz.; No. 1, 
4% ft., bent shovel handle, $4. 00 per 

| doz.; No. 1, 4% ft., bent spade han- 
| dles, $3.50 per doz.; No. 1, 4% ft., 

plain manure fork handles, $2.50 per 
doz.; No. 1, 4% ft., with cap strap 
and ferrule, $4.00 per doz.: No. 1, 
6 ft. rake handles, $3.00 per doz. 





Reading matter continued on page 60 
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EESSSTHE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS. 





Servicing Your Sales 


ID you ever examine the post card 
that is packed with every Remington 
shotgun or rifle? If you did not, please 
read the one that is reproduced on this 


page. 


All through the year we receive these 
ecards from new owners of Remington 
guns. We file them carefully and we are 
in a position to serve many thousands of 
sportsmen, because we know the numbers 
of their guns when they are lost or stolen 
or when they want extra parts or some 
information about the gun. We receive 
many requests for service which fre- 


quently results in restoring the gun to its 
owner. We have many letters from those 
we have helped in this way, testifying to 
their appreciation of this service. 

We acknowledge every registration card 
received, expressing our satisfaction that 
the sender has purchased a Remington. 
Obviously the dealer who sells Reming- 
tons shares in the good-will that this 
service builds. It may help you in selling 
Remington firearms to point out that our 
interest in guns we manufacture does not 
cease with the sale. 


Rf Lar s“2uw 


President 








Address Bal Vf “atk. Cy 


3 
TO THE OWNER J “fie” | NUMBERED AND J Serial mel AE ted 
OF REMINGTON | citine j y KNOWN. Cal. or Gauge----/2_ 
Name of Owner s RAV 





City. 2eazorn. a 








Dealer from 
Whom Purchased 





County affotk- 


TEI Wiklsdaus. Brality.2 Tea... 


_, State--LLAZZ...... 





25 Broadway, New York City 


Compare the serial number of your new Remington, found on receiver or frame, 
with the number on this card, and if correct add your name and address as the owner, 
also your dealer’s name, and mail the card promptly. 

This record will be placed on file in our office enabling us to know what Remington 
arm you have, should you communicate with us about it; also to identify it positively 
as your property, should it be lost or stolen. 

In return we will send you, with our compliments, an Ownership Certificate 
bearing your name and address and the serial number or numbers of the Remington 
arm or arms you have registered as belonging to you. 

Date LA 4O,LILF.._....- REMINGTON ARMS COMPANY, Inc. 
29 Warren Street, New York City 


IMPORTANT — Write plainly, fill in and return immediately. 
R. I. Wks. Form 288 





REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 
Telephone, Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 
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HARNESS GOODS. POST HOLE DIGGERS. 
Per Doz. $14.00 and up 
1 in. bridles with cupped blinds. $12.50 
1% me. in. bridles with cupped RAKES. 
SE rE ee Serer 14.50 Per Doz. 
1 in, ‘pridies iti pigeon wing 12 Tine bok rakes............. $8.60 
CE Ries eee ek 655 bse ae 20.00 14 Tine bow rakes..... ‘ 9.00 
in. bridles with square 16 Tine bow rakes..... 9.50 
Dlinds 1688 THINS. .............200 10.00 10 Tine malleable rakes.. .». S00 
Leather Lines 12 Tine malleable rakes........ 5.40 
Per Doz, 14 Tine malleable rakes........ 7.00 
1 in. x 14 check lines.......... $36.00 16 Tine malleable rakes........ 7.50 
dat x gh gene ages seeeeecees ee 16 Tine road rakes............- 13.50 
in. x chec ee J ible brume rakes...... 65 
1% in. x 18 check lines aageegieit 51.00 Steel flexible brume rakes 7 
,- = chec DOB scr ccves .00 
1% in. x 18 check lines........ 54.00 ROOFING. 
1 in. single wagon lines....... 24.00 1 ply smooth surface, $1.00 per roll; 
2 ply —— pan zi = per rea: 
3 ply smooth surface, per ro 
LANTERNS. green or red slate surface, $1.95 per 
Per Doz. roll. 
— DEN cctceasebeseeeseu ce $22.25 
Hy Low 22000202 4&8 | SAWS (CROSS CUT) 
Blizzard regular fount.......... 13.50 Simonds Crescent ground cross cut 
ee 8.50 saws. Nos. 13, 22, ‘113, 133, ~~ * $46 
D> 
LOGGING TOOLS. 5% ft. 6.00 
ed 6 ft. 7.00 
% in. skidding tongs........... $4.00 Atkins cross cut saws, Nos. 4, 6, 
1 in. skidding tongs........... 4.50 8, 12: 
POE Gasvacudsscesssee 3.35 Du sy wise cus sons base espeenct® $5.40 
% Per Doz. 2 rrr rer rr ere 6.00 
No. 1 logging dogs on grab ke Sarr rit Tris eT 7.00 
DOME. ckssvpssnchonsecbeaesss $4.50 Cross cut saw handles: Per pr 
No. 2 logging dogs on grab SIG eee RR Re ae a 
NOOKS. .........--eescseecess 6.00 FRAT * SERS OB ERENT 2 GREER gt Sep 45c 
No. 3 logging dogs on grab ne kG eae fokaskekaeee 32c 
eer ae 7.00 
oe with 2% x 4% hickory 
MED, Basgecskuensubeeins see 30.00 
Cant hooks, 2% x 4% hickory SKATES. 
ND Ske oes coe us ke eanw 24.00 No. 5 Caton roller skates, $1.75: 
Cant hooks handles, 2% x 4% No. 6, ~~ 75: No. 4, $1.65; No. 130, 
hickory handle............... 7.50 | $2.00; No 130 a $2.15. 





Skate keys, 30c. per doz.; extra 
wheels, 10c. extra. 

Boys’, og W1B, $1.15; Girls’, No. 
W1G, $1.2 


STOVE BOARDS. 

No. 3 crystallized a lined, 24 x 
24, $12.25 per doz.; z= 6, $14. 60 per 
doz.; 28 x 28, $16.0 +. doz.; x 
30, $27. 70 per ‘doz.; : 33 x 33, $23. "25 per 
doz.; ; 36 x 36, $27.50 per doz. 

Crystallized paper lined, 24 x 24, 
$7.40 per doz.; 20 x 26, $8. 10 per doz.; 
28 x 28, $9. 10 per doz.; 30 x 30, $10. 70 
per doz.; 32 x $12.60 per doz.; ; 35 
x 35, $15. 70 a , es 

Mahogany or walnut ea oat 28 
x 28, $16.96 per doz.; 30 x $19. 65 
per ‘'doz.; 33. x 338, $23.25 oa doz.; 
36 x 36, $27.40 per doz. 


STOVE LID LIFTERS. 
No. 0S, $75c. per doz. 


STOVE PIPE DAMPERS. 


Per Doz. 
5 inch dampers ......csccoccece $1.25 
5% inch dampers .........++++ 1.30 
6 inch dampers .......ccccseoes 1.40 
7 inch GBIMPSTS 6.0 cccceccescccs 2.00 
STOVE PIPE ELBOWS. 
Per 100 Jts. 
29 gage 5 inch pipe ........+++- $12. 
29 gage 6 inch pipe ........+++- 12.75 
29 gage 7 inch pipe ..........+- 15.00 
29 gage 7 x 6 inch pipe........ 16.00 
1 piece — elbows, 30 
gage 5 inch ........+..++e- 1.25 
1 piece corrugated elbows, 30 
Perr ree 1.35 
1 piece corrugated elbows, 30 
ease TFT IMCR.....ccccccccses 1.95 





in Business Is Expected 


p | TTS B LU RG Improvement i 
: —Few Price Changes Were Made 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, Jan. 14.—Early reports from hardware jobbers in 
this territory who have salesmen on the road indicate no marked 
tendencies toward continued business depression. Although orders 
are not particularly heavy, they are in fair volume and have undoubt- 
edly been stimulated to some extent by the low stocks of dealers at 
the year-end. It is not unlikely that business during the first three 
months of the year will fall somewhat behind the corresponding 
period last year, but the second quarter is expected to show some 
improvement. 

Retailers are beginning to show interest in their spring goods, 
and jobbers are taking orders for screen wire cloth, fertilizer, rope, 
sprinkling cans and other spring goods. In the meantime, demand 
is keeping up fairly well for cold weather products, such as ice 
skates and sleds, coal hods and shovels, ventilators and radiator and 
register shields. No important price changes have been reported in 
the last week, and quotations on a number of lines have -been re- 
affirmed. Prices on wire nails and other wire products are rather 
soft, but other hardware lines are holding fairly well. Collections 
are not particularly good, especially in some sections where unem- 
ployment was rather serious in the last two months of the year. 





PRICES QUOTED HEREWITH $16.95; tubes, $2.40; 33 x 6.00, $17.55; 
ubes, 4.00. 
ARE JOBBERS’ QUOTATIONS TO Prices ~_ all instances ety 
and are subject to discounts o % 
RETAILERS, F.O.B. PITTSBURGH. per cent on tires and 15 per cent on 
AUTOMOBILE TIRES AND TUBES. rites 
Mansfield tires, 4 ply balloon type, BATTERIES. - 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, Broken Unit 
$8.25; tubes, $1.60; 29 x 4.75, $9.55; Packages Packages 
tubes, $1.70; 29 x 5.00, $9.90; tubes, No. $2.06 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; No. 2.97 
31 x 5.00, $10.65; tubes, $1.85; 32 x No. 1.92 
5.00, $11.75; tubes, $1.90; 28 x 5.25, No. 2.80 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; No. 1.14 
tubes, $2.00; 21 x 5.25, $12.50; tubes, No. .39 
$2.25; 29 x 5.50, $12.65; tubes, $2.25. No. .97 
Same, 6 ply, 31 x 5.25, $14.70; tubes, No. 1.30 
2.05; 30 x 5.50, $16.05; tubes, $2.35; No. 1.30 
30 x 6.00, $16 6.65; tubes, $2. 25; 31 x No. 1.92 
6.00, $16.65; tubes, $2.30; 32 x 6.00, No. 1.79 





- Reading matter continued on page 62 





No. 6 dry cells, ignition type, unit 
packages, 36c. each. 

Flashlight.—_No. 935, 6c. each; 
No. 950, 6%4c.; No. 790, 138c.; No. 705, 
1914¢.; No. 750, 13%6c.: No. 791, 13c. 

Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 


BOLTS, NUTS AND RIVETS. 

Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list: 

Nuts.—All styles, 50 per cent off 
list. 

Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


COAL HODS AND SHOVELS. 

Coal shovels, Monongah, No. 1, 
$10.50; No. 2, $11; No. 3, $11.50 per 
doz. ‘Gail Black, No. 1, $9.25; No. 2, 
$9.75; No. 3, $10. 25 per agg Pace- 
maker, black, No. 1, $12; No. 2, $12.50; 
No. 3, $13 per doz. Pacemaker, half 
polished, No. 1, $12.50; No. 2, $13; 
No. 3, $13.50 per doz. Black gold, 
No. 1, $18.75; No. 2, $19.25; No. 3, 
$19.75; No. 4, $20 per doz.; Coal Hods, 
Japanned, No. 5, 16 in., $3.25; 17 in., 
$3.60 per doz.; Galvanized No. 10, 
16 in., $4.30; 17 in., $4.75; 18 in., 
$5.25: 20 in., $7 per doz. Galvanized 
No. 70S, $8, and galvanized No. 86S, 
$8.40 per doz. Galvanized No. 25, 
15 in., $5.50; 17 in., $6 per doz. 


FERTILIZER. 

Old Gardener, assortment No. 1, 
$98.16; assortment No. 2, $59.95; as- 
sortment No. 3, $28.73. 

Koppers Velvet Lawn fertilizer, 
33% per cent off retailers’ selling fig- 
ures, 

Loma fertilizer, per case of 24 1-lb. 
cans, $3.60; per case of 12 5-lb. cans, 
$5.04; per case of 10 10-lb. bags, $7. 


FLASHLIGHT CASES. 
Winchester Flashlight ne oe 
6414, 62c.; No. 6514, 68c.; No. 6824 
$1.43; No. 6921, $2. 40; No. 6924, $2. 08: 


Winchester Assortment.—No. 
$2.94 per assortment; No. 6214, 3s 04 
per assortment. 
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‘There iS away... 





to pick the most efficient 
and economical shovel... 


HE BUYER in the market for 
shovels is confused rather than 
helped by present day selling methods. 
The words “Best” and “Greatest” are 
hurled at him on all sides. He finds him- 
self the target ina battle of adjectives. 


Claims and counter-claims shower 
down on him. Cheap shovels are de- 
scribed in almost as glowing terms as 
expensive alloy steel shovels, and 
vice versa. As a result, 
the buyer is forced to 





spend his own time and money in test- 
ing claims and eliminating those of 
secondary importance. 


To relieve the busy shovel buyer, we 
have taken the 8 checking points of 
vital importance and have grouped 
them in a ready reference chart. We 
will be glad to send you one or more 
copies. You will find it helpful in pick- 
ing the most efficient and economical 
shovel. Mail in the coupon below for 
a supply of these new checking lists. 


THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio 





Send us....of your new 








charts listing the 8 Name eee ee a ea rere eee ee eee 
checking points for 
shovel buyers. No «Mildiress Co.——_.___- 








obligation, of course. 
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GAME TRAPS. No. 2W .... 3.85 4.55 4.20 wood frame cloth ventilators, No. 
Diamond No. 21, $1.35 per doz,; No. NooaW ol 42000 62s £80 V.938 $2.00; Noo 2948) $275) Now 
et ee Oe COs ee. Ty Soe oer No. 5W .... 4.55 5.60 5.25 V-959, $4.40: No. V-1537, $3.45: No. 
4 Foss 54 4 - 
Fic tor, No. 1, $1.38 per, doz.:. No. No. SEW. 430 8805. nental’ metal ‘Faine clout tenuate 
id zie 3 Py oO. errs * 5 5.95 No. 833, $2.50; No. 837, .80; No. > 
re No. 8W .... 5.60 7.00 6.30 $3.75; No. 1137, $3.45; No. 1145, $4.40; 
1%, $2.20 per doz. Register shields for floor use. Nos. a 487, $5.06, Pe ee yee 
1 and 5, $12 per doz.; No. 10, $10 per Diamond E, No. 33, $3 per doz.; No. 
ICE SKATES. doz 01, $4.40 per doz.; No. 02, $4.80 per 
Boys’ clamp skates, plain, 84c. per 2 Register shields for wall use, Nos. doz.; No. 03, $5.60 per doz.; No. 1, 
pr.; nickel-plated, $1.20 per pr. and 15, $6 per doz.; No. 20, $5.20 $5.20 per doz.; No. 2, $5.60 per doz.; 
Hockey pattern, $1.10 per pr.; per doz. No. 3, $6.40 per doz.; No. 4, $7.60 per 

nickel-plated, $1.30 per pr. doz.; No. 5, $8.40 per doz. 
Ladies’ clamp skates, plain, $1.20 ROLLER SKATES. Wurldbest Ventilators, No. 2, $1.75; 


per pr.; nickel-plated, $1.50 per pr. 
MISCELLANEOUS TOOLS. 


Circular Saws.—6 in., $2.25 
8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.—Simonds Crescent 
Ground, Nos. 138, 22, 113, 1338, 324 and 


each; 


Winslow line, 


ber tire, $2. 50 per 


Union Hardware Co. 
70c. per pr.; No. 3, 75c. per pr.; No. 
10, $1.05 per pr.; No. 5, $1.45 per pr. 
No. 
pr.; No. 38, $1.60 zz pr.; No. 38, rub- 


No. 3, $2.00; .No. 4, $2.50; No. 5A, 
$3.00; No. 6A, $4.00; No. 6B, $4.50 and 
6C, $5.00. These are list each prices 
and subject to a dealer's discount of 
33% per cent. 


WIRE PRODUCTS. 


line, No. 2, 


381%, $1.45 per 


325, 5 ft., $5.40: 5% ft., $6; 6 ft., $7. Winchester line, INo. 3831, $1.35 per ie 
Electric brill. Ko. at $24 each: pr.; No. 3832, $1.45 per pr. Fence Wire ‘ 
No. 142, $32; No. 122, $48; No. 562, “aren” No. 103, child’s skate, per 100 Ib. Annealed Gaivanized 
$35.20; No. 382, $41.60. Sac ta : No. 6 to 9 gage...... 13.05 $3.30 
Files.—Disston, 50 and 10 per cent Ee 4 éaheasecackns 2.90 3.35 
off list. Nicholson and Black Dia- ROPE epee 2.95 3.40 
mond, 50 per cent off list. Simonds, x EN | ee 3.00 3.50 
50 per cent off list. Plymouth manila rope, 23c. per lb., NG. OS: ic cavecweceuane 3.10 3.65 
Garage Vises.—No. 43, $2 each; No. base for % in. and larger; New Zea- SAME: wit nhens eames 3.20 3.85 
43%, $3; No. 14, $5. land manila rope, 17c. per lb., base No. 15 ......-..22005. 3.40 4.15 
: . for % in. and larger; Sisal manila | eee seeeees 3.60 4.35 
a SU A ypeve em m ‘ eee. ie, eee. Baas, Sor Sin. and , Barbed wire (per 80-rod ame io 
eady mixed paints, best grades, . é PS q c PP MUNMNMO 6 5655500505460 sewn 7 
$2.60 per gallon; lower grades, $2 the usual advance on smaller sizes. ——— os Ran wee tec as wana aes er 
(white and dark greens, 15c. per gal. PEE OEEE sh o'5 6h oa Dal O40 9 Ow a 
higher); white lead, 14%4c. per lb. in ‘ De TREES. vc keto eae eavedd 2.88 
100-Ib. lots; 10 per cent less in lots SASH WEIGHTS. 2-point cattle (special}.......... 2.07 
roe, 4 - ho —., = S oved Prices are unchanged at $42 a ton. — Woven Wire Fence (per 100 
Ee es y oO ore; rods): 
turpentine, 66c. per gal. in barrel ” 
lots; raw linseed oil, 16c. per Ib., in SLEDS. aa sad a aloha rt ek cil ital sy rf 
saranechectaat Pin Flyer Sleds, 33% per cent as crest eceveseceressscocons 2 Foy 
T Ty . o actory list. PE  shasNersinsckarane ev eens x 
POULTRY SUPPLIES. — Prices for Lightning Glider Sleds, 32 in., $1; NMA Ss Nib sens Senassscks 35.80 
Cel-o-glass and Vimlite during 1930 in, $1. -k aft in so 45 in., $1.75; NS HOC eee See ae oe 45.20 
7 in., in., $2. 


have been established at 10%c. per sq. 
ft. to the trade and 13'%c. to the con- 


All prices are 





net each. 


No. 14% gage: 


Poultry and rabbit: small mesh: 





Pe GEO Kéd4d550sbacelensoebeee $38.25 

sumer. SPRINKLING CANS. hs |. a a ee Se Nee 47.00 

aw Galvanized sprinkling cans, 4-qt., No. 2360 Rp as ern ene eAiaas seve 54.25 

RADIATOR AND REGISTER $5.75; 6-qt., $6.50; 8-qt., $7.50; 10-qt., INS DONE asses tsa tae danaweseeawne 63.00 

SHIELDS. $8.40. All prices per doz. Steel Fence Posts: 
en Ia i 
Gem Adjustable Radiator Shields eee da nag 

with Water Pan Humidifier: VENT Angle & 

Gold Bronze Walnut 7 ILATORS. : ; 5 ERE Ee - 60. oo aa ar ee 

Aluminum Mahogany Ivory Continental line: De - Flekt - Air ae 8 Ore be, each 38c. each 

Each Each Each metal center ventilators, No. 63, 7 Okc avebeaesesared 65c. each 40c. each 

No. 1W_....$3.50 $4.20 $3.85 $2.50; No. 87, $3.00; No. 82, $4.70; No. 5 Re ree eres 7s 45c. each 
No. 1AW .. 3.50 4.55 4.20 117, $4.35 per doz. net. Continental | Bright nails, base, per keg, $2.60. 


Exports of American Goods Increasing 


A gain of 10.3 per cent raised the total exports of 
American merchandise to the Far East during the first 
six months of 1929 to $411,071,000, compared with 
$372,501,000 for the corresponding period in 1928, ac- 
cording to “Commerce Reports,” recently published by 
the U. S. Department of Commerce. An equally active 
demand for raw materials, confined largely to oriental 
countries, increased the value of imports into the United 
States from the Far East by 9.3 per cent from $626,- 
550,000 to $685,412,000. 

During the first half of 1929, 20 per cent of the Amer- 
ican raw cotton and petroleum sold abroad was mar- 
keted in the Orient, 26 per cent of the iron and steel 
manufactures, 16 per cent of the automobile products, 
and 12 per cent of the machinery, besides approximately 
one-third of the flour and 40 per cent of the canned 
salmon and sardines. Markets for American products 
of less commercial importance also expanded. Sales of 
aircraft and accessories, while at present relatively small, 
netted as much for the six months of 1929 as for the 


entire year of 1928. Exports of rubber manufactures, 
including automobile tires, were approximately 40 per 
cent greater, but trade in refined copper, lumber and 
wheat showed some weakness. Increased facilities in 
steamship refrigeration effected a marked improvement 
in exports of fresh fruits and vegetables from the Pacific 
coast to the Orient, while American household articles, 
foodstuffs and labor-saving devices sold in increasing 
quantities at prices to native 
markets in several of the countries. 

In return, the Far East supplied practically all of the 
coconut oil, raw jute, wood oil, copra, and desiccated 
coconut absorbed by American factories ; 98 per cent of 
raw silk; 90 per cent of the burlap; 70 per cent of 
the tea; 15 per cent of the cane sugar; 42 per cent of 
the wool; and 60 per cent of the oriental rugs. Amer- 
ica was also indebted to the Orient for considerable 
quantities of peanuts, furs, and silk fabrics, 


sufficiently low reach 


the 


spices, 


besides two-thirds of the goat, sheep, and lamb skins 
purchased in foreign countries. 
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Good 


News for 


AMERICAN 
NATIONAL 


Jobbers! 





Kach year finds the opportunity 
in American National Children’s 
Vehicles bigger and better than 
the year before. 


Experience each succeeding sea- 
son further confirms the good 
judgment of American National 
jobbers in tying up with this 
outstanding line. 


For 1930 it is more complete, 
more impressive than ever be- 
fore. Never has the trade been 
offered juvenile vehicles with 
such values, such colorful selling 
appeal, such profit. 


New catalogs are on the press, 
but in the meantime, our sales- 
men have advance photos and 
full details on the line. 








By Invitation Member 











The American Notional foampany 


Five Factories, Toledo, Ohio, U. S. A. 


WORLD’S LARGEST MANUFACTURERS OF CHILDREN’S VEHICLES 
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Hot off te _ aid fe 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 











A friend of ours says, “The differ- 
ence between a girl of today and her 
mother is that she does what her mother 
wanted to do.” 





—but here’s another. 

It’s about the Scotchman whose son 
had ambition to be a musician. So the 
old man let the boy’s hair grow and told 
him the rest was up to him. 





“Ah wins.” 

“What yuh got?” 

“Three aces.” 

“No, you don't. Ah wins.” 

“What yuh got?” 

“Two eights an’ a razor.” 

“Yuh shoh do. How cum you so 
lucky ?” 


“The bullet went through Jones and 
killed Smith.” 

“Did they arrest the killer?” 

“They arrested Jones.” 

“Why did they arrest Jones?’ 

“It was through Jones that Smith 
was killed.” 


’ 


Friend (visiting hospital patient): 
“Do you know, old man, that’s a swell- 
looking nurse you've got!”’ 

Patient: “I hadn’t noticed.” 

Friend: “Good Lord; I had no idea 
you were so sick!” 





“T suppose you will want me to give 
up my job, Henry, when we are mar- 
ried.” 

“How much do you earn at it?” 

“Sixty a week,” 

“That isn’t a job. That’s a career. 
I wouldn’t want to interfere with your 
career, girlie.” 


Telephone: “Hello, I’d like to know 
where I can get hold of Miss Osgood ?” 
Operator: “I don’t know; she’s aw- 


fully ticklish.” 








Wife: “When you came home last 
night you said you had been to the 
Grand with Mr. Jones. Now you say 
it was the Trocadero. Why did you 


| lie?” 


Husband: “When I came home I 
couldn’t say Trocadero!” 





Mr. Jones: “I’m bringing the boss 
home to dinner. Be sure to have some- 
thing nice, won't you?” 

Mrs. Jones: “Yes, indeed. I'll run 
right down and get that velvet gown 


I’ve been wanting.” 





“I do hope you keep your cows in a 
pasture,” said Mrs. Newlywed as she 
paid the milkman.” 

“Yes, madam,” replied the milkman; 
“of course, we keep them in a pasture.” 

“I’m so glad,’ gushed Mrs. Newly- 
wed. “I have been told that pasteur- 
ized milk is much the best.” 





The new hardware clerk prided him- 
self on always having a snappy come- 
back. 

“Do you keep refrigerators?’ the 
timid-looking woman inquired quietly. 

“No,” he snapped, “we sell them.” 

“Anyway,” she said, as she strolled 
toward the door, “you’ll keep the one 
you were going to sell me. Good morn- 
ing.” 


After a temperance lecture in Scot- 
land, one of the audience tarried and 
greeted the anemic speaker as follows: 

“Did I understand ye to say ye never 
took a drink in a’ yer life?” 

“Yes, sir, liquor has never passed my 
lips.” 

“Weel, sir, my old man now deid was 
a bit o’ a drinker a’ his life, an’ three 
days after he deid he was a healthier 
looking mon than you are now.” 





A man was discovered by his wife 
one night standing over his baby’s crib. 





Silently she watched him. As he stood 
looking down at the sleeping infant, she 
saw in his face a mixture of emotions— 
rapture, doubt, admiration, despair, ec- 
stacy, incredulity. Touched and wonder- 
ing alike at this unusual parental atti- 
tude and the conflicting emotions, the 
wife with eyes glistening arose and 
slipped her arms around him. 

“A penny for your thoughts,” she 
said, in a voice tremulous with tender- 
ness. 

Startled into consciousness, he blurted 
them out: 

“For the life of me, I can’t see how 
anybody can make a crib like that for 
three forty-nine!” 





When the report went around that 
Rudyard Kipling was getting a shilling 
a word for something he was writing, 
some Oxford students set about “rag- 
ging” him. Wiring Kipling a shilling, 
they said: “Please send us one of your 
words.” 

And right back came the answer, 
“Thanks.” 


“Why didn’t you send your man to 
mend my electric bell?” 

“T did, madam, but as he rang three 
times and got no answer my man de- 
cided there was nobody home.” 





“Yes,” the teacher explained, “quite 
a number of plants and flowers have 
the prefix ‘dog.’ For instance, the dog- 
rose and the dog-violet are well known. 
Can any of you name another ?” 

There was a silence, then a happy 
look illuminated the face of a boy at 
the back of the class. 

“Please, ma’am,” he called out, proud 
of his knowledge, “collie-flower.” 





Customer: “Have you anything for 
gray hair?” 
Conscientious Druggist: 


but respect, sir.” 


“Nothing 
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“BRIA FENCE 


HEM STEEL COMPANY 





A hinge-joint, cut- 
stay, standard field fence 
with tension curves to 
keep the line wires taut, 
and with long wraps at 
the joints. Cambria 
Fence retains its new 
appearance a long time. 
It is sturdy and endur- 
ing, always uniform, 
and resistant to unusual 
weather conditions and 
hard use. 





CAMBRIA FENCE 


You can recommend Cambria Fence to customers without any reserva- 
tion. Cambria Fence is a woven wire field fence, made by a complete 
steel-making organization. It is as good fence as it is possible to pro- 
duce. You have to sell Cambria Fence only once—after that your cus- 
tomers will always come back for the same product. Cambria Fence is 
rolled in a neat, uniform roll, not only facilitating erection, but giving 
the dealer a product that can be attractively displayed in the store and 
in the window. 


We recommend Bethlehem Steel Fence Posts for use 


BETHLEHEM with Cambria Fence. These posts greatly simplify the 


erection of the fence. They are made of new high carbon 


STEEL FENCE steel. Line posts are made in both Angle and Tee Sections. 
End, gate and corner posts are made only in Angle Sections. 


POSTS Bethlehem Steel Fence Posts can be used equally well for 
both temporary and permanent fence construction. 


BETHLEHEM 





STEEL COMPANY, General Offices: BETHLEHEM, PA. District Offices: New York, Boston, Philadelphia, Baltimore, Washington, 


Pittsburgh, Buffalo, Cleveland. Detroit, Cincinnati, Chicago, St. Louis, 


San Francisco, Los Angeles, Seattle, Portland, and Honolulu. 
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No. 220 


All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- 
bodied in the entire 
line of GRIFFIN Hinges 
and Butts. 7, 7 + + 


ORIFFIN 


| Manufactunng Co __ 


PENNSYLVANIA 
— Branch Offices. 


New York, 45 Warren St. 

Gites, 555 W. Randolph St. 
Boston, 76 Batterymarch 

San Francisco, 703 Market St. 














Make a Big Week in February 


(Continued from page 45) 


the customer a cheerful, new stand. So try to enliven 
the ads. 


Comments on Advertisements 


Two ads are reproduced here for comment by request. 
One is set as a strip, column wide and almost full depth. 
Two advantages in this type of layout: (1) It has high 
eye-catching value and (2) is economical of space. Copy 
is rather well written in that it is brief and timely and 
carries ideas with it—something not all retail copy does. 
Also the space is not crowded, makjng copy easy to read 
and giving the five cuts a good show. A slogan built on 
the store name is good. It reads: “Dicker with Dick. 
It pays.” 

This kind of slogan finally gets into the mind of the 
public and sticks thus helping to identify the store. The 
only suggestion for improvement is that the ad could 
have been made full column depth so as to hold two more 
items. There is hardly enough variety for the space 
used. That is not a criticism—just a suggestion. 

The other ad is just four times the size of the strip— 
four full columns. It is filled with thumb nail size cuts 
and a wide selection of items'with brief copy. There is 
excellent variety here in timely items, but a few too 
many items for the space. Also this type of ad pulls 
better when each item gets a fairly full description. 
The purpose is, of course, to remind people, and the ad 
surely does that. Layout is neat and display well 
managed. 

Both these ads could stand the copy hints offered 
above, that is, a little light touch in captions and text to 
brighten them up. Please send in more ads—hoth stores. 

And keep the idea in mind: new stunts in February 
ads. Good business brings better business. 


Watchman What of the Times 


(Continued from page 43) 


‘ 


months. Exports of American goods were 8 per 
cent greater than in 1928.” 

All of these figures given out by Mr. Lamont are very 
cheerful, but most of us are now more interested in 1939 
than we are in 1929. We all admit that 1929, generally 
speaking, was a very good year, a year of great prosper- 
ity, especially for heads of departments. and employees. 
There was plenty of work and wages were high. Ina 
good many directions profits for owners and stockholders 
were not quite as good. 

*K * * 2K * * 

In conclusion from the best information we can gather 
from the most reliable sources, most lines of business are 
in good financial shape. Well managed corporations, as 
a rule, have large cash balances. In the good years we 
have had, debts have been paid. Some of the statements 
we have seen are beautiful to look at, practically all as- 
sets and no liabilities. Collections throughout the year 
and at the end of the year, generally speaking, were good, 
but at the same time we must again refer to the fact that 


| this condition is spotty. 
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However, in facing the new year, without attempting 
to be an optimist on one hand or to be a pessimist on the 
other, there is one fact that is full of promise in the new 
year. In almost all business institutions, whether manu- 
facturing, jobbing or retailing, stocks on hand are very 


low. Conditions are entirely different from those of 
1920-21. Then every industrial concern was marking 


up losses produced by the declining prices on swollen in- 
ventories. Today, as a rule, prices are not declinging and 
inventories are very low. 

We do not wish to kid ourselves or kid anybody else 
about the outlook. We propose to feel our way along, 
but, by and large, up to this time, we do not see anything 
in the outlook that would cause us to lose any sleep on 
account of the fear of a general recession in business. 

However, it is only fair to say that if our volume of 
sales in 1930 is as good as it was in 1929, we will be 
entirely satisfied. Chasing greater and greater volume is 
a mirage. That volume chasing is a mirage is realized 
at the end of the year when we figure out what it has 
cost us to get this extra volume. 

Then, again, we must not forget that a certain volume 
belongs to a business. An excess volume beyond normal 
is more or less artificial. Probably some of the artificial 
volume of 1929 may shrink in 1930. 

a ae: en 

When one stops to think of it, this whole world seems 
to be governed by certain immutable laws. These laws 
seem to apply to a grain of sand as well as to a continent 
One of these laws is that of the point of diminishing re- 
turns. That law exists in every physical law in this uni- 


verse. It also exists in business. You remember the 
Scotchman who trained his horse to live on sawdust, but. 
unfortunately, just when he learned how, he died. That 
is this law. 

The other day I heard of a concern that had a won- 
derful system for the regulation of stenographers. They 
used a time clock, and each stenographer had to make a 
daily report of the number of letters she wrote and the 
number of lines, also the number of minutes that she was 
left idle, and, incidentally, the amount of time she lost 
sitting by her dictator waiting for him to dictate. 

This system worked beautifully with just one trouble. 
Most of the stenographers for this concern left and got 
other jobs. 

So this Office Manager ran up against the law of 
diminishing returns. 

If I should happen to know just what was going to 
take place in the next six months, | wouldn't have to 
write articles like this for a living! 

What is it that every business has but seldom uses ? 
—asks Cameron McPherson, in Printed Salesmanship. 
No, it is not a bank account—it is satisfied customers. 
Satisfied customers are taken for granted like taxes, 
insurance and charges. But they should not be taken 
for granted, because collectively they are the greatest 
force that can be brought to bear for adding new cus- 
tomers and increasing: sales. 

* 

When you are in doubt, ASK. If you cover it up, 
someone is bound to uncover you. 
















Long Handle 
De Luxe 


Grass Hooks 








handle, eliminates stooping. 








“LH” LEFT HANDED 


BLADE—Forged from razor steel, hollow ground, mirror polish, angle at end of 


HANDLE—Second growth white ash, 314 feet long. 
PACKED—One dozen in wood box 7x10x48 inches, or 14 dozen in burlap wrapped bundles. 
WEIGHT—Boxed, gross 34 lbs. net 24 lbs. per dozen. In bundles, 26 lbs. per dozen. 


QUALITY, FINISH AND EFFICIENCY-INCOMPARABLE. 
NORTH WAYNE TOOL COMPANY 


Sales Office, 6331-6351 Tireman Ave., Detroit, Mich. 





OAKLAND, MAINE 
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General Wheelbarrows 


There is a general wheelbarrow for every pur- 
pose and every one a perfectly balanced, rigid 
durable wheelbarrow. 


Well advertised 
in leading jour- 
nals and a ready 
selling line for any hard- 
ware store. 






General Wheelbarrow Company 
Cleveland, Ohio 























Bad Weather Makes This 
Producta GOOD SELLER 





HE ill winds of winter blow the hard- 
ware dealer many extra profits pro- 
vided he carries a complete 
stock of Hall snow shovels. 
Hall’s Snowdrift and Blizzard 
snow shovels are big winter 
sellers. Light, easily handled, 
built to endure hard usage 
and priced to sell at a good 
profit. 

HALL MFG. COMPANY, Cedar Rapids, Ia. 









MORE PROFIT FOR YOU 
Better Nails for Your Customers 


Sell DICKSON COMPRESSED Lead Head Nails with 
every square of Roofing and win the lasting good will of 
every customer. 

55 to 60% More Nails to the Keg 
than the cumbersome cast-lead-head nails because our cold- 
compression process avoids the ercess of lead made necessary 
by the casting process. 








Dicksons come in all sizes. Send for samples, and name 
of nearest jobber carrying the line. 
Dickson Weatherproof Nail Co. 
1013 Church Street Evanston, Illinois 


ie TO 
| Lead HeadNails 
| 








WOOSTER DEALERS: 


Send for this new WINDOW DISPLAY 


A bright window trim of paint and brushes—easy to in- 
stall: jumbo prints, “Ted” cutouts, colored streamers, 
photographs, instructions, etc. 











{TSR SSR Sass SeseOsesean" 


MAIL THIS COUPON 


THE WOOSTER BRUSH CO. 
Wooster, Ohio 














Inactive Period in 1930 Will Have 
Advantages Thinks Sommers 


St. Pau, Minn.—Wholesale distributors of general 
merchandise in the North Central States have but little 
reason for expecting an increase in business during the 

first half of 1930. The indica- 


tions are for a rather inactive 


period. 

A less than average crop in this 
section, unfavorable weather 
for fall and winter business 


(meaning a carry-over of winter 
goods), am unsatisfactory bank- 
ing situation, all coupled with a 
disturbed state of mind over un- 
settled national legislation, point 
to a less-than-normal volume in 
the months ahead. 

Favorable symptoms are as 
follows: 

The three months of quiet 
business will probably mean a 
breathing spell, which will neces- 
sitate a check-up on methods and the elimination of much 
waste. Merchants, during that time, will no doubt do 
constructive and diligent thinking and make plans, with 
the result that by fall they will be in better shape for a 
solid and healthy business. 

2. Interest in business will be substituted for interest 
in the stock market. 

3. The national financial situation will improve. Sums 
tied up and “frozen” in the securities market will be 
freed. False values of securities will be eliminated and 
easier credit obtainable. 

4. Fewer unsound chain-store promotions will be made. 
Common stocks, without dividend agreement and issued 
in such quantities that no dividend can be expected for 
a long time, will no longer absorb the savings of the 
salaried workers, and some of this money will surely be 
released for purchases of personal belongings or homes 
and contents. (Signed) CHARLES L. SOMMERS, 
President Toy Wholesalers Ass'n. 
Secretary G. Sommers & Co. 


This Early Bird Was Also Awake 


An -interesting little story is in circulation in retail 
trade circles of how a small, very modest independent 
store beat a chain store system to it in the sale of a 
popular toy both in the way of price and volume during 
the Christmas holidays and made a profit at the business. 
The chain store interests heard of its more or less humble 
rival selling the toy, which had taken the strong fancy 
of children—and perhaps their elders—at less than the 
chain store was able to sell the child’s delight if a profit 
were to be made. Inquiry was made as to how it hap- 
pened. And it developed that the small store way back 
in the early summer months quickly grasped the popu- 
larity of the toy and laid in a large supply at that time 
when the price was lower than it was subsequently. 
The toy had been displayed prominently in show win- 
dows of many kinds of stores, affording advertising 
which accrued to the benefit of the small store. 


C. L. SOMMERS 
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Machines Make Jobs 


Labor-saving machinery is also job-making machin- 
ery, although machinery is often blamed for unemploy- 
ment, according to Wesley C. Mitchell’s discussion in 
“Nation’s Business.” Proof of this statement has been 
difficult in the face of continued unemployment due in 
large measure to the increased use of labor-saving ma- 
chines but the survey of the country’s life recently com- 
pleted by the National Bureau of Economic Research 
for the Hoover Committee on Recent Economic Changes 
supplies striking evidence that it is true. 

There has been, and now is, a marked trend toward 
elimination of unemployment, and there is no reason to 
believe that this trend will not continue. Mechanization 
of industry has produced not only new methods, new 
goods and new habits, but also a host of new jobs, a 
whole new occupational structure of extraordinary pro- 
portions. 

Perhaps most significant to the jobholder, is the fact 
that there has been a decided massing of effort. This 
began in whole industries and has since extended down 
to the smallest jobs. It is based on the age-old adage 
that two heads are better than one. 

In every walk of modern life the man who can do one 
thing superbly well has taken precedence over the man 
who can do many things passingly well. Naturally, to 
get a job done as a whole, the specialists have had to 
come together in mass effort. 

So, although new machines and new methods have led 
to the creation of a great variety of new jobs these jobs 
are of the specialized type. Specialization, in itself, has 
created new jobs in almast every field. 


Finding Men for the Jobs 


Just after Henry Ford in an interview had said what 
the country needed was one great power trust covering 
the entire country, comments The Nation’s Business, a 
distinguished leader in the public utility field made this 
comment : 

“A most interesting idea but one question leaps to my 
mind. Where is the man big enough to manage such 
an enterprise? The companies with which I am con- 
nected cover but a little piece of the United States, yet 
I sometimes think the job of managing them is bigger 
than I am.” 

It sometimes seems as if jobs grew faster than men. 
If by consolidation, enforced or voluntary, we put the 
railroads of this country in four or seven or nine sys- 
tems, where shall the country find the four or seven or 
nine men capable of taking on the stupendous task of 
managing these systems? 


* * * 


The highest, holiest order ever instituted on earth is 
the order of Faith in the immortality of the soul, for 
Faith creates the virtues in which it believes. Strike 
from mankind that belief in the immortality of the soul 
and men would have no more history than a pack of wild 
wolves.—Fred D. Van Amburgh. 








A little giant -safe, 
efficient aud _ fool- 


proof, easy to install 


HAND POWER 
ELEVATORS 


These smooth running 
Kimball machines of 
which there are thou- 
sands in successful op- 
eration come sawed, 
drilled and equipped 
with all fittings ready 
for instant installation 
by anyone handy with 
saw and hammer. 

Roller bearings and 
high leverage ratio 
make this one of the 
smoothest, fastest hand 
power machines on the 
a ee ae 
Write for Hand Power 

Elevator Folder. 


Kimball Bros.Co. 
Builders of Elevators for 46 Years 
1117-41 South Ninth St. 


Council Bluffs, Iowa 
2-29 





















































INDIANA 


x-tra quality 


SHOVELS 


The Indiana Rolling Mill Co. 
New Castle, Indiana 
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Mbayaotes satisfy 
them all... ecarpen- 


ters. machinists. 
and mechanics know 
that there aren’t 
any finer, better 
balaneed hammers 
made: or ones that 
give them as much 
value for their 
money. 


More than 85 years of honest American 

quality have built upa demand for May- 

dole Hammers that is of real value to 

you. Don’t let your stock get low, your 

jobber can supply you with the styles 
and weights you need. 


Write us for counter cards and a free 


supply of Pocket Handbooks 23“C” 


Maydole 
Hammers 


The David Maydole Hammer Co. Norwich NY 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION AND 
SouTHERN HARDWARE JopBers’ ASSOCIATION JOINT Con- 
VENTION, Galveston, Tex., April 7, 8, 9, 10, 11, 1930. Charles 
F. Rockwell, sec.-treas., 342 Madison Ave., New York. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVENTION, 
Marion Hotel, Little Rock, May, 1930. Exact date to be 
decided later. L. P. Biggs, sec., 815 Southern Trust Bldg., 
Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION, San Francisco, Feb. 18, 19, 20, 1930. Headquar- 
ters, Hotel Whitcomb. LeRoy Smith, sec., 112 Market St., 
San Francisco. 

ConneEcTIcuUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Bond, Hartford, Feb. 18-19, 1930. Henry S. Hitch- 
cock, sec., Woodbury, Nutmegger Party, Feb. 19. 

HarpwareE ASSOCIATION OF THE CAROLINAS CONVENTION, 
Myrtle Beach, S. C., June 10, 11, 12, 1930. Arthur R. 
Craig, sec.-treas., 804-6 Commercial Bank Bldg., Charlotte, 
Be Oe 

IpAHO RETAIL HARDWARE AND IMPLEMENT DEALERS AS- 
SOCIATION CONVENTION, Pocatello, Jan. 28, 29, 30, 1930. 
E. E. Lucas, sec., Hutton Bldg., Spokane, Wash. 

Itt1no1Is ReTair HARDWARE ASSOCIATION CONVENTION 
AND Exursition, Hotel Sherman, Chicago, Feb. 11, 12, 13, 
1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA RETAIL HarpWARE ASSOCIATION CONVENTION, 
Manufacturers Building, Indiana State Fair Grounds, In- 
dianapolis, Jan. 28, 29, 30, 31, 1930. G. F. Sheely, sec., 
911-913 Meyer Kiser Bank Bldg., Indianapolis. 

Iowa Retait HARDWARE ASSOCIATION CONVENTION AND 
Exuisition, Hotel Savery and Des Moines Coliseum, Des 
Moines, Feb. 11, 12, 13, 14, 1930. A. R. Sale, sec., Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 17, 


| 1930. J. M. Stone, sec., 200 Republic Bldg., Louisville. 


LovIsIANA RETAIL HARDWARE AND IMPLEMENT ASSOCI- 
ATION CoNVENTION, Hotel Roosevelt, New Orleans, June 9, 
10, 11, 1930. Guy Nason, sec., Starkville, Miss. 

MicHIGAN RETAIL HarpWARE ASSOCIATION CONVENTION 
AND Exuisition, Grand Rapids, Feb. 18, 19, 20, 21, 1930. 
Headquarters, Hotel Pantlind. Exhibition will be held at 
Klingman Exhibition Bldg. A. J. Scott, sec., Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles H. 
Casey, manager, 2344 Nicollet Ave., Minneapolis. 

MississipPI RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, White House, Biloxi, June 16, 17, 18, 
1930. Guy Nason, sec., Starkville. 

Missouri Retau. HARDWARE ASSOCIATION CONVENTION 
AND ExuisiT10n, New Hotel Jefferson, St. Louis, Jan. 28, 
29, 30, 1930. F. X. Becherer, sec., 5106 No. Broadway, St. 
Louis. 

MonTANA IMPLEMENT AND HARDWARE ASSOCIATION CoNn- 
VENTION AND ExHIBITION, Billings, Feb. 3, 4, 5, 1930. H. A. 
Caraway, manager of exhibits, Billings. A. C. Talmage, 
sec., Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Jan. 21, 22, 23, 1930. Place to be de- 
cided later. W. W. McAllister, sec., Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONGRESS, St. 
Louis, Mo., June, 1930. Herbert P. Sheets, managing di- 
rector, 130 E. Washington St., Indianapolis, Ind. 

Tuirp ANNUAL NaTIONAL House FurRNISHING EXHIBIT, 
Chicago, Ill., Jan. 19 to 29, 1930. Headquarters, Palmer 
House. Warren Edwards, sec., 105 West Adams St., Chi- 
cago, Ill. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Omaha, Feb. 4, 5, 6, 1930. Headquarters, New Paxton 
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Hotel. Exhibition at Municipal Auditorium. George H. 
Dietz, sec., 414-19 Little Bldg., Lincoln. 

TERCENTENARY CONVENTION AND EXHIBIT OF THE NEW 
ENGLAND Harpware Deaters AssocraTIon, Mechanics 
Bldg., Boston, Mass., Feb. 20, 21, 22, 1930. Headquarters, 
Hotel Statler. George A. Fiel, sec., 80 Federal St., Boston, 9. 

New York State Retait HARDWARE ASSOCIATION CoN- 
VENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Convention ses- 
sions and exhibition will be at Edgerton Park. Headquar- 
ters, Seneca Hotel. John B. Foley, sec., 510 Hills Bldg., 
Syracuse. 

Nortu Daxota RetatL HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 11, 12, 13, 1930. 
Exhibit will be held at the City Auditorium. Charles N. 
Barnes, sec., Grand Forks. 

Oxu10 HARDWARE ASSOCIATION CONVENTION AND EXHIBI- 
TION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. James B. Car- 
son, sec., 315 Mutual Home Bldg., Dayton. 

OKLAHOMA HarDWARE AND IMPLEMENT ASSOCIATION 
ConvenTION, Oklahoma City, Jan. 28, 29, 30, 1930. Chas. 
F. Nelson, sec., 207-208 Bloomfield Bldg., Oklahoma City. 

OrEGON RetaIL HARDWARE AND IMPLEMENT DEALERS 
AssociaTION CONVENTION, Portland, Feb. 11, 12, 13, 1930. 
E. E. Lucas, sec., Hutton Bldg., Spokane, Wash. 

Paciric NortHwWESt HARDWARE AND IMPLEMENT AsSO- 
CIATION CONVENTION, Spokane, Wash., Feb. 5, 6, 7, 1930. 
E. E. Lucas, sec., Hutton Bldg., Spokane, Wash. 

‘ PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
Convention, April, 1930. Place to be announced later. 
C. L. Thompson, sec., Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INc., CONVENTION AND ExuisitTion, Atlantic 
City Auditorium, Atlantic City, N. J., Feb. 11, 12, 13, 14, 
1930. Sharon E. Jones, sec., 610 Wesley Bldg., Philadelphia. 

SoutH Daxota RETAIL HarpwarRE ASSOCIATION CON- 
VENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles H. Casey, 
manager, 2344 Nicolett Ave., Minneapolis. 

SoUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
ConvENTION, February, 1930, exact date and place to be 
announced later. H. L. Boyd, sec., Spring Arcade Bldg., 
541 South Spring St., Los Angeles. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION AND AMERI- 
CAN HARDWARE MANUFACTURERS ASSOCIATION JOINT Con- 
VENTION, Galveston, Tex., April 7, 8, 9, 10, 1930. Sidney 
St. J. Eshleman, sec., 704 New Orleans Bank, Bldg., New 
Orleans, La. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, comprising the State associations 
of Alabama, Florida, Georgia and Tennessee, Atlanta, Ga., 
May 13, 14, 15, 1930. Walter Harlan, sec., 701 Grand The- 
atre Bldg., Atlanta. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION AND ExuHIBITION, Houston, Jan. 21, 22, 23, 1930. 
Dan Scoates, sec., College Station. 

Vircinia RetaiL Harpware ASSOCIATION CONVENTION, 
Jefferson Hotel, Richmond, Feb. 13, 14, 1930. Thos. B. 
Howell, sec., Richmond. 

WEsT VIRGINIA HARDWARE ASSOCIATION CONVENTION AND 
ExuisiTion, Huntington, W. Va., Jan. 21, 22, 23, 1930. 
James B. Carson, sec., 315 Mutual Home Bldg., Dayton, O. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION ConvENTION, Kansas City, Mo., Jan. 21, 22, 23, 1930. 
H. J. Hodge, sec., Abilene, Kan. Western Hardware Show 
in connection; L. W. Shouse, Kansas City, Mo., in charge. 

Wisconsin RETAIL HARDWARE ASSOCIATION CONVENTION 
AND ExuisiTion, Auditorium, Milwaukee, Feb. 4, 5, 6, 7, 
1930. B. Christianson, sec., Stevens Point. G. W. Kor- 
nely, exhibit manager, 1476 Green Bay Ave., Milwaukee. 


{ 


JACK S ON PARADE 
, 


{ 1 7 BAKATAX can pass in review before. the, 
oe 
\ \ ‘ 1 counter position because. of modernly- 
1 


{ 


{ most particular buyers and earn a prominent 


designed, colorful display packages. 
1 te. 
ett _ 
4 aay 
FREE 1 1 al 
SAMPLE 1, tq ty 4 are 
{ \ 









Send for a sample. { 
paper of these new rust- \ 
resisting BAKATAX 





GEO. BAKER & SONS, INC. 
BROCKTON, MASS. 

















The 
Acknowledged 
best and most 

practical 
Traveling-Hanger 





for Women 
and Men 





The extra-special 25 Cent Article with a large 

profit. . ' 

; Carton containing one dozen (5x10x2 inches) 
Rs 


Sample cases of 50 dozen Cartons (22x15x22 
inches), Gross weight 58 kilos, Net weight 46 
kilos, including packing f.o.b. Hamburg. 


Measurements of Hanger: Open 16.5 inches, 
Closed 9 inches. 


SINRAM & WEND - Hameln, Germany 


Founded 1899 


























Your space reservation for the 
SPRING BUYING NUMBER, 
published February 6, 1930, 
is cordially invited. 
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Attach this coupon to your firm letterhead 


| Send to your nearest office— 
Yes, we want to know more about this Stencillor. 
Send complete information. 


Street No. 
Ee er Pe rt) ae ie ie 











MONEY-SAVING COUPON 


Learn about a valuable economy and a more valuable means to 
added business. With the 


STENCILLOR 


You Can 
Make Your Own Signs 
At Practically 
No Cost 
The wider use you make of signs the more sales you make. The 
STENCILLOR quickly pays for itself in the sign-maker’s 


money you save. 
USE THE COUPON 


DISPLAY MATERIAL COMPANY 


774 Grand Avenue, St. Paul, Minnesota 


Eastern Agents: Display Material Co., 99 Beekman St., New York, N. Y. 
Canadian Agents: Display Card Co., Ltd., 206 King St., West. Brockville, Ont. 


MYERS $325 SlingUnloader 









































Nowadays farmers like to 
have their harvest work move 
with clock-like precision. This 
is particularly true when acre- 
age is extensive and the op- 
erations are correspondingly 
large. Here is where Myers 
Sure Lock Sling Unloaders al- 
ways find favor. Giants in 
strength, extreme lifting and 
cafrying power, surprisingly 
easy to operate, uniformly de- 
pendable, they unload the hay 
or grain in “jig” time and with 
a minimum of labor. BE 
SURE to sell Myers Sure Lock 
Hay and Grain Unloaders dur- 
ing the coming season. Our 
1930 prices are established. 
We are ready to quote direct 
or through personal visit of one 
of our representatives. 














Write or wire. 


| me F.E.MYERS & BROW. 


ASHLAND PUMP AND 
|HAY TOOL WORKS |i : FOR STEEL OR 
ASHLAND, , : _ WOODTRACK 





ON) 

OW 49 

W723 
UGE 2D 


9s 
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let the big Allith 
Garage Door 
Hardware line roll 
you along to bigger 
and better profits 
For years Allith has gone fotr- 
ward on its own originality, 
careful study, better materi- 
als, and fine workmanship to 


make dealer profits easier and 


surer. 


DROP US A 
LINE TODAY! 


Allith-Prouty Company 





DANVILLE ILLINOIS 
Manufacturers of 

Garage Door Hardware Fire Door Hardware 

Rolling Ladders Overhead Carriers 

Spring Hinges Door Hangers 

Airport Door Hardware Malleable Iron Washers 

Industrial Door Hard jum Seat Brackets 


ware Stad 
Certified Malleable Iron Castings 























T | 




















\ 


No. S-2836 No. S-3636 No. S-3136 


A new and easier way 


to plan and order .- 
shelving 


VERY business has its problem of ‘‘putting 
things away.’’ And for every problem of 
this sort, GF Allsteel provides a complete solu- 
tion. . . whether it’s a single unit for shelves in 
an obscure corner, or a complete battery for 
the stock room. 
To simplify the selection and ordering of Shely- 
ing, GF has developed a line of Standard Shelv- 
ing Units which may be purchased as individual 
pieces of equipment instead of a great many 
separate parts. A fully illustrated catalog showing 
thousands of such units is now ready for distri- 
bution to business executives. You'll want 
this helpful book in your files for reference. 


And remember— GF Allsteel’s planning depart- 
ment will be glad to work on that big, complicated 
stockroom or store room job for you, offering 
suggestions and expert advice, entirely gratis. 


Send for the GF Allsteel Shelving Unit Book. 
THE GENERAL FIREPROOFING Co. 


Youngstown, Ohio + Canadian Plant, Toronto 
Branches and Dealers in All Principal Cities 








The GF Allsteel 
Line: 
Desks + Tables 
Filing Cabinets 
Sectional Files 
ocument Files 
Filing Supplies 
Transfer Cases 
Safes - Storage 
Cabinets + Shelving 


seeseeeee Attach this coupon to your firm letterhead sessssu00 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 


Without obligating me in any way, please send me a copy 
of your new GF Allsteel Shelving Unit Book. 

Firm 
Individual. 


City State 
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Bommer 
Spring Hinges 


are Oo] | are 
the best | o the best 


Len 


| \s) 


Millions 





re) setliina 


























of People are Pushing 


Them 


whenever they open a door 
Fellow the line of least resistance 


vee BOMIMEP aways 
They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y 


and Millions 











CORBIN 


Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


Screw 


























Different! 
Never-Stain Cutlery 


New! 


Mirror-Finish 





No. M83-84 Never-Stain Paring Knives. High Mirror- 
Finish Blades of Sterling Quality Stainless Steel, 
Swaged and Etched. Shaped Ebony Handles. Nickel- 
Silver Rivets and Burrs. Packed one dozen in attractive 


Display Box. 
Order Thru Your Jobber 


THE ONTARIO KNIFE CO. 


FRANKLINVILLE, N. Y. 








More than half a million women use 
Bee-Vac daily—and tell their 
friends about it! 


These women have given Bee-Vac widespread 
National Advertising by word of mouth alone. 
Their demand has increased the Bee-Vac dealer 
list to 25,000! 


Order one each of the three models, if 
you wish, and the three-lot discount of 
40% will be given. On orders fewer than 
three, a 35% discount will be given. Free 
Bee-Vac display material and imprinted 
advertising is gladly supplied upon re- 
quest. 







BEE - VAC 
Ball -Bearing 
DeLuxe Elec- 


rel ae yooh Birtman Electric Company, Dept. D 380, 
price, oe 4140 Fullerton Ave., Chicago 








WATCH 
HARDWARE AGE 


for 
timely hints 
on 


GREATER TOY SALES 
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The truly modern carpet sweeper 


must sweep either inch thick rugs 
or linoleum—with real ease, as 
well as thoroughness. 


range. 











Only the new “Hi-Lo” Bissell will do 
that. “Hi-Lo” Brush Control doubles 
the brush range with half the effort. 


Note the ‘‘Hi-Lo”’ levers 
which actuate the brush, 
doubling the sweeping 


There is profit in catering to the desire of pres- 
ent sweeper owners for the improved “Hi-Lo” 
Bissell, aroused by our national advertising. 


BISSELL CARPET SWEEPER CO. 
GRAND RAPIDS, MICH. 
New York Office and Export Dept., 44 West Broadway, New York, N. Y. 


SLIDING 
PLATE _ 
K 








CARRIES 
BRUSH 





A An Aig 


LEUM 7 


{oO 


PPOs 


HEAVY CARPET - LINO 





u) 























Better Things 
Are Just Ahead 


for the dealer who makes his show windows 
attract customers by the use of the right ma- 
terial. 


The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 
will furnish you with examples of effective 
window displays that have proven successful 
for other stores. 


Hardware Age, 


239 West 39th St., New York City 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the riames, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. , There are explanatory key numbers 
covering every class of merchandise that constitutes a 
modern hardware stock. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated |, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S. 


CONTENTS OF VERIFIED LIST 
Wholesale Hardware Houses in U. S., Canada and Foreign. 
Retail Hardware Stores in U. S., Canada and Foreign. 
Chain Hardware Stores in United States and Canada. 
5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 
Department Stores carrying hardware and housefurnishings. 
Manufacturers’ Agents in U. S., Canada and Foreign. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Sporting Goods Distributors. 
Mail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Distributors. 
Radio Apparatus and Parts Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen's calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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RATCHET 


Serew Driver 
Sets 


make extra sales. Both the me- 
chanic and the home handy man 
appreciate the advantages of the 
Nemco instantly. 

It does the hardest work of any 
screw driver and also works 
easily in places hard to get at. 
The quality and workmanship of 
the Nemco are of the best. It 
is powerful, durable. 

Each set packed in display con- 
tainer. 


Order a Trial Dozen 
from Your Jobber. 


Manufactured by 


GRAND RAPIDS, MICHIGAN 
Makers of fine tools since 1918 





NEMCO ENGINEERING COMPANY 















Me | 

avid MD 

Heavy Duty Se 

Retail price sa°t "S. 

Each set packed in 

display container 
as shown 


| 

















NEMCO JUNIOR 


Overall length 6 in. 
For places hard to get 


at. 


Retail price $2.50. 





KIMBALL ELEVATORS 






















LIGHT ELECTRIC ELEVATORS 


Kimball Light Electric Elevators operate at 
a low cost. There is a light electric built for 
your requirement as to size, speed, etc. 

Write for particulars on these machines. 
They come sawed, drilled, fitted, ready for 





assembling. 
KIMBALL BROS. CO. 
1117-41 Ninth Street COUNCIL BLUFFS, IOWA 

















With 
Cold-Chisel Jaws 


Diamond Adjustable 
Wrenches are drop forged 
from high grade tool steel— 
carefully hardened and 
drawn in oil. Jaws as strong 
and hard as a cold chisel. 
Won’t chip or break. 


Designed especially for 
mechanics—perfectly shaped 
to handle easily—grip like 
a vise. 


DIAMOND 








plete line made. 


culars, etc. 








WRENCHES 


Diamond Adjustable 
Wrenches are the most com- 
A wrench 
for every purpose—eleven 
sizes, single or double end, 
full or semi-polished. 


Write for catalog—we’ll 
tell you about our dealer 
helps—display boards—cir- 


Diamond Calk Horseshoe Co. 
4622 Grand Ave., Duluth, Minn. 







































Every bale of Su- 
perior Brand 
Hexagonal Netting 
unrolls _ straight, 
flat and true. Try 
it and prove it 
yourself. 


Straight selvage. 
Evenly woven 
mesh. Heavy gal- 
vanizing. 
















Consumers look 
for the netting 
with the Rooster 
trade-mark. 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 
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A Practieal 
Demonstration 


will convince your customers that 
Lidseen Oilers oil perfectly without a 
particle of waste. Adaptable to all 
machinery—stationary or in motion— 
overhead or below. 






JIGNVH ONV 
1NOdsS G3013M 


OPERATING 
LEVER 


A drop or a stream, always with per- 
fect control, and no threads to wear 
or break. Besides oiling best, 


LiIDSEEN 
OILERS 


last longest because drawn of heavy, 
cold rolled steel and all welded. 


We guarantee every oiler in every 
style: Push Bottom, Force Feed and 
Pump. 





4 pt. to 1% qt. with 3” to 23” 
Send for Catalog and Prices. 


Sizes: 
spouts. 


Manufactured by 
Gustave Lidseen, Inc. 
824-862 So. Central Avenue 

CHICAGO, ILL. 





Spring Hinges at Quality 


~-(CHICAGO)~— 


SPRING HINGES 
There Is No Substitute for Quality 








That is why the 
Chicago Spring Hinge 
Company, by correct 


rials used and work- 
manship, aims to make 
“Triplex” Spring 
Hinges the best on the 
market. 


The outstanding 
quality of these hinges 
coupled with their effi- 
ciency and durability has, everywhere, 
won for them the approval of Architects, 
Contractors and Dealers. 

Ask for “Triplex” Spring Hinges. 
They are internationally known. 


Chicago Spring Hinge Company, 
CHICAGO ‘ NEW YORK 





Type 200 
The Triplex” 


design, quality of mate-. 

















Sells pid Month In The Year 


There isn’t a 
month in the 
year — Summer 
or Winter— 
Spring or Fall— 
hot or cold—dry 
or wet—in which 
climatic changes 
or weather con- 
ditions affect the 
adhesive  quali- 
ties of Slipknot 
Friction Tape. 


Once applied, 
this tape “stays 
put.” It  with- 
stands every test 
essential to real 
Friction Tape ef- 
ficiency. 





Attractively put up in Orange and Blue Packages 
in 1, 2, 4 and 8 oz. rolls. Also in Counter Display 
Cartons in 1 and 2 oz. roll sizes. Quick sales. 


Good profit. 
SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition Taps 
Rubber Bands “Dime Assortment Display Cartons” 


Plymouth Rubber Company, Ine. 
1000 Revere St. Canton, Mass. 








Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic ag the entire set in his = and it 
Sx rls, haa, Loning ie Hatt net 
jue > S use eeD. 
io Se v= by ond near at 
cuanete Bits are the — % bits that are not dependent on a cente: 
level to guide them. They cut from the outer rim. The satire surfers is 
at work all the time, no jagged ends; every part of the work is smooth and 
They bore their way through hard, knotty, cross grained wood, 
eaving s smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direet. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S; A. 


ili 
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WHAT ABOUT 1930? 


You can do a Bigger and Better business by featur- 
ing the famous 


IVER JOHNSON 


LINE OF 


BICYCLES, VELOCIPEDES 
and JUNIORCYCLES 


Write for Proposition C. 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


CHICAGO 
108 W. Lake Street 
SAN FRANCISCO 
717 Market Street 


OGDEN, UTAH 
2327 Grant Ave. 


NEW YORK 
151 Chambers Street 


For 80 Years g- MURPH). 


these knives, sold by thousands the a) 
country over, have made profitable 18 9, 
Cutlery Counters for thousands of a KN 9 ere 
dealers. Their dependability, quality, ES 

MADE SHARP AND STAY SHAR 


STAY SHARP blades, ail round 


satisfaction, will make frequent profits for you. 






In addition to 
OIL CLOTH KNIFE 

(as shown—made in 2 sizes) the line includes 

Shoe, Oyster, Sloyd, Paper Hangers’, Kitchen, 

ete., Knives. 


Write for Complete Catalog 
ROBERT MURPHY’S SONS CO., “Ayer, Mass., Est. 1850 








Robertson “Horseshoe Magnet” Hammer 
z= ME OLDS 


THE TACK 























The best permanent magnet hammer on the market. 
A PRACTICAL, AND SUPERIOR TACK HAMMER 
FOR USE IN MANY TRADES AND IN THE HOMBE. 


Awarded Silver Medal Panama-Pacific Exposition 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 596 Atlantic Ave., Boston, Mass. 


Sole Manufacturer 








General Concrete Carts 


a 





Have eleven 
specific and 
distinct 
advan- 
tages and 
every one a 
selling argu- 
ment. Write 
for literature. 











General Wheelbarrow Company, Cleveland, Ohio 











KANTLUNK 


SPRING LOCK WASHERS 
DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 
Beall Tool Co. 
East Alton, Ill. 
The National Lock Washer Co. 
Newark, N. J., Milwaukee, Wis. 
The Reli Aanufacturing Co. 
Massillon, Ohio 


The American Nut & Bolt Fastener Co. 
Pittsburgh, Pennsylvania 
The Mansfield Lock Washer Co. 
Mansfield, Ohio 
The Positive Lock Washer Co, 
Newark, New Jersey 





PAY THEIR COSTIN TIME SAVED- SOMETIMES MORE 
RENE Ro A cc cc SEL aE 








BEST FRIEND 
Its Use Enables 


Him to Weld Steel 
as Easily as Iron 
IT HAS NO EQUAL 


Manufactured by 


| ANTI-BORAX COMPOUND CO. 
e h FORT WAYNE, IND. 
Ui 





IT’S Always 


“Housefurnishing Time” 


Items for the house- 
hold are always needed 
—there’s nothing sea- 
sonable about them. 
This is why so many 
dealers stock and push 
housefurnishings the 
year "round. 


If you are not enjoy- 
ing the steady income 
that a good stock of 
housefurnishings pro- 
vides, you are missing 
something worthwhile. 
Look over the advertis- 
ing pages of Hardware 
Age and put in a stock 
now! 


Hardware Age 
239 West 39th Street, New York 
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BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 









, 
SLDERING PAST! 


Eee) 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





Sample free 





POULTRY SHEARS 






Best 
Qualities 
All quantities deliv- 
ered at the shortest 
notice. 
K IMPORTERS Wanted 
AUGUST BRECHER 
Solingen 3 Kornerstrasse 72 


GERMANY 











6 VEN ‘OBVIIHS 
-..="09 1001- 
m. BOWE SNOHISWH 


Armstrong Bros. Adjustable Pipe Dies 


Made of Special Vanadium Tool Steel, these dies incorporate every desirable 
feature: Correct Cutting Angle or Rake; ‘‘Backed Off’’ Chasers or Cutting 
Teeth; Correct Throat Angle; and Ample Chip Clearance. Cut faster, 
easier and cleaner and back off smoothly without jamming or tearing. 
ry a pair and you will use no others. Fit all standard stocks of 
the Adjustable type. 


WRITE FOR CATALOG P-10 


ARMSTRONG BROTHERS TOOL COMPANY 


“The Tool Holder People” 
314 N. Francisco Avenue Chicago, U. S. A. 








SOLDERING SLUGS— 


All Styles, Sizes, Quantities 


SEAMLESS TUBING— 
Lengths and Coils 


We want to quote where quality counts 














Style A Style N 
Straight Cut Straight End Cut 
with Nut Splitter 


CAROLUS CUTTERS 


Handy, time-saving tools for every shop. For splitting rusty and jammed 

gl for cutting bolts—either straight or end cut, with nut splitter. 

Three styles, all sizes. Too) steel jaws; tough cut! 

if jobber cannot supply you ua direct for literature end oleae 

CAROLUS MANUFACTURING CO. Sterling, Illinois 

— _ Representatives—Surpless, Dunn & Co. 
lew Yor 


t B 
Straight 20d Bad Cut 


Chicago 





Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 


Remember we have had one hundred years of successful manu- 
facturing Fm gar poo 2 employ only skilled workmen and use the 
materials. 


We stand back of every tool we make. Try us. 


Write for Catalog. 


©. 8. OSBORNE & CO., NEWARK, N. J. 
ESTARLISHED 1826 

















ERS CUSHION TIRE 
=\STORE LADDERS 


tH Insure perfect shelf service for any 
= line of merchandise. Deep tread steps, Myf Y 
S properly spaced, with convenient full 4 
S! length handholds on both sides of My 
: ladder permit mounting or descending // 
with ease. Both hands freetoremove //7/// 
or replace sto k without danger of fall- 
Ing. Cushioned Tired Trolley 1nd Truck Wheels elim- , 
inate noise and prevent vibration. Erection as simple _/ 
as A,B,C. Utilize small space. Make top shelves 
safely available for stock rene One style— 
neat of design—nicely finished —any height ceil- 
ing. Thousands in use. Circular on request. 


mt FRE MYERS & 3RO.co. 
® ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS- HAY TOOLS - DOOR HANGERS 


iit 


nt 
naa 


{\ 




















































ub} 
OR TT 











Fig. 1809 Fig. 536 
MANUFACTURING PUMPS 
EXCLUSIVELY SINCE 1880 


SALEM, OHIO 
A COMPLETE LINE—A PUMP 
FOR EVERY PUMPING NEED 





Fig. 1663 





Fig. 516 Fig. 1444 Fig. 125 Fig. 1531 
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Quick Results From the Classified Section 








Hardware Age, 239 West 39th St., New York 


“‘Classified Opportunities Section” 


WPA PAA AAA Arr 
eee a a a i ii i ee i ei i i ail 














- HARDWARE AGE for JANUARY 16, 1930 


81 





Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 


Each additional inch.............. 


Positions Wanted Advertisements 
50% off rates quoted 





4.00 Address your advertisements and replies te 





Bet Solid, Minimum of 5 lines... .$3.00 
hee Gee dese... oe 


All Capitals, Minimum of 5 lines.. 4.00 
Rech additional line............ 80 
Average 10 words to a line 
Allow One Lime for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% — 8 insertions, 15% 
o 


Remittance Must Accompany Order 


Hardware Age, Classified gg 
tunities, 239 West 39th St.. New 
York City 





Harpwars Ags is published each Thursday. — 


Forms close Nine Days previous to date ef 
publication. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed te box numbers. 








BUSINESS OPPORTUNITIES 


FOR SALE: Retail 
west Arkansas town of 
thoroughly modern front. 
invoice about $15,000.00. 

Town has paved streets and white way. Only hardware and implement 
store in town. Business established 30 years and paid dividend every year 
Stock can be bought without the buildings if desired. Reason for 





Hardware and Furniture business in good north- 
1200 inhabitants. 50x90 stone building with 
50x90 ft. sheetmetal warehouse. Stock will 


POSITIONS WANTED 


YOUNG LIVE WIRE SALESMAN. Good following with the hardware 
trade in the New England States, desires immediate connection. Married, 
aggressive, intelligent. F. H. Snow, 9 Alhambra Rd., West Roxbury, Mass. 








AVAILABLE, A CAPABLE YOUNG MARRIED MAN, with follow- 
ing among retail hardware and jobbing trade throughout New England, 


since. 
selling, Old age. Address Box 1-660, care of Harpware AcE, New York particularly interested in volume line sold on direct basis. Pep, energy and 
City. a hard worker. Have car. W. Palte, 301 Dudley St., Roxbury, Mass. 





_WANTED young man with a little money and a million dollar am- 
bition to buy an interest in an old Established Sporting Store doing a 
large business in Guns, Rifles and Fishing Tackle. Fine opening for a 
live wire. Location Massachusetts. Address Box I-656, care of Harp- 
warE AGE, New York City. 





FOR SALE. Established Hardware, Farm Implement and Garage 
business that should gross $100,000 yearly. Located in small town with- 
out any other hardware store. Popular car agency. Reason for selling, 
to dissolve partnership. Address Box I-657, care of HArpwArRE AGE, 


New York City. 





WANT TO BUY RETAIL HARDWARE STORE located in or near 
the State of New York, town of not over 2000 population, not near large 
city, stock inventory about $6,000.00. Address Box I-662, care of HaArp- 
warz AGE, New York Ci 


City. : 
POSITIONS WANTED 











HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 











AVAILABLE 


Capable man with 9 years’ general hardware and paint experience 
in management and sales, wishes to associate himself with Manu- 
facturer or Jobber on salary or commission basis; prefer southwestern 
Pennsylvania or northwestern Maryland territory, but will consider 
other territory; Protestant; age 35; married; can furnish reference 
and bond ired ddress Box I-647, care of HARD- 
WARE AGE, New York. 














CONTRACT man thoroughly experienced scheduling jobs from plans 
and specifications seeks connection with reputable Builders’ Hardware 
Manufacturer or Jobber in the New York Metropolitan District. Has 
high class clientele and many estimates now outstanding; excellent refer- 
ences available. Address Box I-661, care of HArpware AGE, New York 


City. 
DESIRE Connection. with reputable Hardware Manufacturer. 


had nineteen years’ sales experience in house and on Road. 
Box 1-659, care of Harpware AcE, New York City. 





Have 
Address 





PARTY with years of selling experience would like to_represent a 
Hardware or Cutlery Manufacturer—prefer Cleveland as Headquarters. 
Address Box I-658, care of Harpware Ace, New York City. 


SALES ACCOUNTS WANTED 











MANUFACTURERS REPRESENTATIVE 
SEEKS ADDITIONAL LINE FOR NEW YORK 


A substantial reputation. Sixteen years contact leading hardware, 
housefurnishing, and paint jobbers. New York State, New Jersey, 
Philadelphia, Baltimore, Washington, D. C. Address— 


Edward Weingarten, 100 Amsterdam Avenue, New York City. 

















EXPERIENCED salesman in hardware and sporting goods lines, 
calling on wholesale jobbers, large department and chain_ stores in 
Indiana, Ohio, Michigan and Western Pennsylvania wants additional lines 
direct from factory. Good contacts with buyers in above mentioned 
territory. years’ experience, travel by car, 


Age 40 years, married, 14 y i 
responsible, references furnished. Address Box 13, Kokomo, Indiana. 





WANTED: Hardware lings and specialties to sell to jobbers, retailers 
and general manufacturing plants in_ Detroit and Southern Michigan. 
Commission only. C. J. Cheeseman, Clarkston, Michigan. 


SALES REPRESENTATIVES WANTED 


SCREW-HOLDING SCREW DRIVER! Amazing new _ invention. 
Factories, garages, electricians, auto, radio owners buy on sight. Re- 
moves and inserts screws instantly in inaccessible places. Sells $1.50. In- 
vestment for merchandise only. Exclusive territory. Write quick free 
trial offer. Toolco, 1510 Winthrop Building, Boston. 











To sell hardware, furniture or other dealers 
high grade special sale day items. Profitable side line. Liberal _com- 
missions paid each week on accepted orders. Write for details. Royal 
Manufacturing Co., 1721 Canton Ave., Toledo, Ohio. 


WANTED SALESMEN 








ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. lb. basis. Fast selling side line, five per cent commis- 
sion. UNITED FIBRE COMPANY, 82 South Street, New York City 
(Foot of Wall St., and East River). 





SALES REPRESENTATIVE wanted to sell TAP-IT Chipless Ice 
Picks to Wholesale Hardware and Drug Jobbers in Central and Southern 
ee basis. Address A. L. LANE, 53 Beach Street, New 

or ity. 





SALESMEN Calling on retail hardware trade in either Brooklyn, New 
York or New Jersey territory, for live wire jobbing house, Address Box 
1-655, care of HarpwAre AcE, New York City. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HarpwAre Acz, New York City. 
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“TWISTAR” Drills 


Trade Mark 


s 


For Your Mechanics 
See the peculiar “twist” that distinguishes 
TWISTAR Drills. With their Special 
Alloy DROP FORGED steel they excell 
all other star drills. Exclusively made of 


KILBORN STEEL 


—toughest steel there is. By their spe- 
cial twist, TWISTAR Drills are better 
at clearing themselves of chips than other 





SHOP CO. 








N &BI 


KILBOR 
WVSSSSVVVLVVVLVU LSS 





SAAS 


star drills. Mechanics know this, want 
best selling star drills. iit 
CREEN LINE 
Send for Complete Catalog. THEM EVERY 


TWISTARS, expect you to supply them. 
them, and we make thirteen sizes: 
Sond Calnets, Bevo’ thtvorn, ened vartows THEY REMEMBER. 
THE KILBORN & BISHOP CO. TIME THEY USE THEM 


Everywhere, dealers having demand 
from mechanics find TWISTARS the 
i i We originated 
4” x12” to 1* x24". 
others, of highest quality. WHERE THEY BOUGHT 
196 Chapel St., New Haven, Conn. 





Manufacturers of the 
“GREEN LINE” TOOLS ATLAS TACK CORPORATION 


Reg. U. S. Pat. Office Fairhaven, Mass., and St. Louis, Mo. 
SSSSSSSVSSVPVPPSSSSSRsSSVssgssssssgssgasgsyy4 
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Remember This Illustration! 
It shows what 


DOMES 
of 3 
Silence : : ts pS: y | cain 


through on the 


look like * sth ISS trail of hack saw 
cs (© profits —~ — 


. e Backed by a sales plan that as- 
Every Genuine RA sures you of steadily increasing 


SRR ; 
Dome has the | Rpeseegeg fect com tusinen from row 
words Domes of - coe M RR Eager to drive in greater hack 
Silence stamped BESSES EGS se profits —these rangy Wolves 

Raw of Lenox are attractively pack- 


inside. Domes of Silence are practical SSEEESH aged in plaid. 


for ALL furniture—hence their large SSS ss SS Get the details of this sales plan 
. ° RN SD adiol o-day. 
sale. Six sizes. Set of 4 for 10 cents. ‘ 2 . TT “The Teols ra Plaid Bex.’’ 


Saeed American Saw & Mfg. Co. 
If your Jobber cannot supply you— || RAgaeeeees Be Mase 


3 ‘ SS Rak ahohoned 
write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 


21 Pearl Street New York City Bracco cada ven cep ence eemaen beneit cab eakoae caveman cancqhoags a ONARERON 
QR PRR LS Dod BRR RY 





























HARDWARE AGE for JANUARY 16, 1930 














FHE FASTEST 
GROWING 


f T y/ 7 \ T C j { ; 1D, 
L JALIV JOLUA 


Why not own a chain store? .. 
a Hodell Chainstore answers 
the first principle of 

good merchandising... 


GOOD DISPLAY! 
The Hodell Chain- 


store is a con- 


venient floor 
merchandiser that 

stocks, displays, and 

sells a complete line of 

chain. Made entirely of steel 

and accommodating standard 

size steel reels which turn easily in 

their sockets. On top of the Chainstore 

is a measuring guide and a shelf for the 
display of packaged items. There are three 
different standard assortments of Hodell coil chain, 
anyone of which constitutes a complete stock. 
Three assortments of dog leads in assorted Duco 
colors come with each Chainstore. 


Complete with a practical assortment of Hodell Chain 
— famous for its quality since 1886. Be in a class by 
yourself. Get details on the Hodell Chainstore quick. 


SHS SHAN) PROVVETS £Y 
COOPER AVE. AND PENNA. R.R. .. CLEVELAND, OHIO 
Established 1886 
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THE CHAIN PRODUCTS COMPANY 
Cooper Ave. and Penna. R.R. . Cleveland, Ohio 


I like modern fixtures. Tell me how I can get a 
Hodell Chainstore. 


10 es 
Address_ 
City___ 2 






















Jobber_ : a 
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must be deserved 


Just eight years ago a group of young men got together and or- 
ganized the Damascus Steel Products Corporation. Their capi- 
tal was comprised of experience, enthusiasm, high ideals of 
quality, a willingness to work, and a little money. 


The foundation was well built, profits stayed in the business, the 
structure grew rapidly. The desire to build the best line of tools 
and cutlery was paramount in the minds of the whole organiza- 
tion. It paid. 


Today, the company is housed in its own new plant—a daylight 
factory of the most modern design—with every facility for big 
production and expert workmanship. 


Thousands of retailers sell ““Damascus” products which are trade- 
marked and branded 


BPAS CO 


The line sells because it is right in quality, in design and in price. 


When one of our salesmen calls upon you we are certain you will find it 
profitable to view the Dasco Line—-or write now for complete catalog. 
' 


Do not confuse the name. All products of this company are plainly marked 
“Dasco.” 


Damascus STEEL Propucts Corp. 


Makers of High Grade Tools and Cutlery 
ROCKFORD, ILLINOIS 


NEW YORK OFFICE: 547 FIFTH AVENUE 
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